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Delegates’ travel plans got you coming and going ? 


Let TWA handle 


At no extra cost experienced 
TWA representatives will help you 
contact members, reserve space and 
make all arrangements on conven 
tion flights 


Wide choice of flights and fares 
from economical ‘TWA Sky Tourist 
to TWA *‘Ambassador”’ flights— the 
world’s most luxurious air service at 
no extra fare! 


Only TWA serves 60 US. cities from 


coast to coast and 21 world centers 


in Europe, Africa and Asia...assures 
maximum comfort, speed, and con 
venience all the way. 


TWA's stopover privileges permit 
delegates to stop off en route at no 
extra fare for business or include a 
vacation in their trip. And it’s smart 
to take the family along with TWA’s 
Family Half-Fare Plan. 


TWA air cargo provides swift, sure 
shipment of your convention exhib 
its, samples and merchandise in 


plenty of time. 


hor complete data on TW convention services, call or write 


yvour 


local THA office, On 
Trans World Atrlines, 601 


Vanager, 


New York 17, N.Y. 


write Convention 
fond St... 


all the details! 


CURRENT CONVENTIONS 
SALES MEETINGS USING 
WORLD-WIDE 


AND 
IWAS 
SERVICE: 


International Exhibition 
Jerusalem, Israel, September 22-October 14, 1953 


Conquest of Desert 


American Association of Physicians and Surgeons 
Chicago, Illinois, October 8-10, 1953 
American Institute of Laundering 
Los Angeles, California, October 9-11, 1953 
National Association of Postmasters of the U.S. 
San Francisco, California, October 25-29, 1953 
Milk Industry Foundation 
Boston, Massachusetts, October 26-30, 1953 
American Society of Travel Agents, Inc. 
Rome, Italy, October 26-30, 1953 
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TRANS WORLD AIRLINES 


The Greatest Show on Earth 


wer we 
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DECORATING COMPANY 


Phe American Decorating Company pro- 
vides quatity decorations. rental chrome 
furniture and contracting services for all 
types of display presentations in’ conven- 
tions. trade shows. public meetings or 


private parties, 


iffective display presentation is economical 
with quality rental drapery. Our draperies 
provide attractive backgrounds for a mul- 
tiple play of your promotional ideas—to 
complement and emphasize your display 


pieces and sales messages, 


Our equipment is designed for your tempo- 
rary use to provide color, beauty and sales 
appeal. The applications of our equipment 


are humerous, 


Stage settings. complete expositions, factory 
beautifications. open house programs, sales 
meetings. banquets. civic affairs or the mini- 
mum requirements of a ten foot sales booth 
in a trade show are all handled with little 


work on your part, 


Syer 


CHICAGO'S MOST CONVENIENT HOTEL 
CONTENTS, FOURTH QUARTER, 1953 


OFFERS YOU EVERY FACILITY FOR A 
WELL-BALANCED MEETING 


27 AIR CONDITIONED MEETING 
ROOMS accommodating from 10 to 2.000 
people all on the first floor or mezzanine 


TREMENDOUS EXHIBITION SPACE... 
over 40,000 square feet of completely ait 


conditioned space all on one level 


MOST CONVENIENT LOCATION ... 
near Marshall Field’s and the Merchandise 
Mart. in the heart of the theater district 


EXCEPTIONAL BANQUET FACILITIES 
for functions of any size. Unusual presentations 


at moderate cost. Menus to fit vour organization 


every 
room with radio, many with television 
Freshly redecorated and refurnished 


wonderfully comfortable 


DRIVE-IN G AR AGE. You drive right inte 
the Sherman. the only Chicago hotel with 
this service immediate unloading 


immediately delivery 


WORLD FAMOUS RESTAURANTS. 
The College Inn Porterhouse tops in 
America for tender steaks. Well of the Sea 


Seafood flown in daily 


For complete information 
Phone, Wire, or Write 


DANNY AMICO @ DIRECTOR OF SALES 


Randolph, Clark and La Salle Streets 
Felephone: Franklin 2-2100 
Feletype: CG 1387 


Bakelite impresses the Press 
With Guns, Balloons and Planes 


Field demonstrations of what poly- 
ethylene plastic can do helped Bakelite 
announce its plant expansion plans. 10 


Monday Morning Myth 


Most conventioneers and business men 
never get to enjoy good hotel service 
because meetings and appointments are 
slated to open Mondays. 

By Roy Steffen, President, LaSalle Hotel, 
Chicago 


Phonomimicry: New Exhibit Technique 


Add recorded sound to pantomime and 
you have the latest innovation in crowd- 
pulling at trade shows. 


How Do We Give Salesmen Technical 

Information They Can Use Back Home? 
Men in the field need good technical data 
as a major sales tool and they know it. 
Revamped program approach is the an- 
swer as to how to present. technical 
facts 
$y Richard Beckhard, Consulting Editor 


What a Display Builder 
Sees in Europe 


A display builder chronicles his impres- 
sions of foreign exhibits. 

By Leslie Levi, President, Ivel Construc- 
ton Corp. 


Stromberg-Carlson Dissects a Sale 


TV camera allows 60 pairs of eyes to 
watch a sale. Slides, charts help sales 
manager point out sales techniques 


Pre-Fab Exhibit Solves 
Tight Budget Problem 


Corrugated cardboard exhibits might 
seem incongruous with a 624-square-foot 
barrel plating machine, but fit budget 
after moving and installation costs of ma- 
chinery 

By Carl B. Anderson, Advertising Man- 
ager, Frederic B. Stevens, Inc. 


Mr. Bentz Is Worry-Free 


His meetings run like clockwork. He has 
no trouble with hotels and gets every- 
thing done his way. This insurance man 
has one bis policy: Everything must be 
put in writing. 


Women's Shows Boost Newspaper Lineage 


The Oregonian puts on product displays 
that make news. Its flexible Hostess 
House quarters permit  industry-level 
shows, cooking schools, radio shows and 
exhibits 

By Kav Bollam, Director, The Oregonian 
Hostess House 
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“Not Enough Time" 


Titles for Firestone films prophetic of 
herculean task to produce them = two 
months from day ideas were formulated 
Sy C. B. Ryan, Advertising and Sales 
Promotion Manager, Firestone Tire & 
Rubber Co 


Homelite Takes a Fancy to Fairs 


It can't show its chain saw in every pros- 
pect’s back yard, so it does the next best 
thing: It creates a big “back yard" at 
fairs across the country and puts a saw 
into each prospect's hands 

$y Phillip J. Halperin, Assistant Adver- 
tising Manager, Homelite Corp 


Airplane a "Star" Performer 


Nimmneapolis Star and Tribune plane 
shuttled 14-man crew between five sites 
and gave wives of meeting attendees a 
15-minute ride 


Survey Of A First Show 
A Dering Project 


Clapp & Poliak Inc. burned its bridges 
when it tossed show research project to 
exhibitors 

By John T. Fosdick, Research Editor 


Mobile Exhibit and Meeting Roll Up Sales 


Display coach with miniature theater 
spans the country to tell Westinghouse’s 
story of automation. Salesmen ask for 
repeat tours next year. 


Bang, Bang Meeting 
Without Rehearsals 


With Teleprompters, Helene Curtis In- 
dustries overcoming all obstacles 
crammed an “impossible” schedule into 
four hours with not a flaw 

$y Arthur I. Caplin, Merchandising Man- 
ager, Beauty Division, Helene Curtis 
Industries, Inc 


“Whodunit" Tells How to Do It 


G-E puts four mystery programs on rec- 
ords and slidefilms to train retail sales- 
men. “Detective” team analyzes typical 
sales situation for clues to “crime” of 
lost sales 


Show ‘Em What to See 


Delegates see motion pictures of displays 
in exhibit hall as stimulus to visit 
exhibits 


What Conventioneers Want at a Meeting 


It's often little things that count: enough 
ashtrays, good lighting and other small 
details. Pertinent theme is important 
element, along with change of pace 

ty Bill Lewis, National Convention Di- 
rector, Schenley Distributors, Inc 


DEPARTMENTS 


Audio-Visuals Clinic 
Convention Business 
Editor's Notes 

Exhibit Clinic 

Exhibitor's Calendar 
Index to Advertisers 
Products for Planners 
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ae 
Sicirvin 
Tower 


A Convention 


At The Skirvin Hotel 
Is Assurance of Success 


THE 


JAMES, 


Here you ll find complete facilities 
for both large and small gatherings 
with all details handled by 
experienced personnel 

For added pleasure, there's 

au conditions d comfort throughout 


with free radio and television 


Conventions are our BUSINESS 
Not a “sideline.” 

WRITE FOR COLOR BROCHURI 

AND FULL INFORMATION 


Skirvin 


First and Broadway 
Telephone L.D. 381 


PRESIDENT AND GENERAL MANAGER 


Moving ? GE Call... 


Your ALLIED agent 


no.1 specialist 
in long-distance moving| 


No expensive crating problems when you 
move trade show displays and equipment 
by Allied. Nationwide storage facilities 
permit hold overs, saves transportation 
costs to home office for re-shipment. 


Prompt pick-up and delivery assured by 
over 2200 vans. Special attention to 
your individual needs. Agents from coast 
to coast —see classified telephone direc- 
tory. General Offices, Broadview, Illinois 


qd ALE MARK 


2 Calet Monagerent 
Ms Medtings 
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READERS’ SERVICE BUREAU 


Robert Letwin 
Eileen Kessler 
John T. Fosdick 
Richard Beckhard 
Norvalle Stott 


Helen Cope 


ADVERTISING SALES 


FIELD MANAGERS 


PHILADELPHIA 10, PA. 
1200 Land Title Building 
Rittenhouse 6-5420 
Philip Harrison Paul Lightman 
NEW YORK 16, N. Y. 


386 Fourth Avenue 
LExington 2-1760 


Randy Brown, Jr. 


CHICAGO |, ILL. 
333 N. Michigan Avenue 
STate 2-1266 
Thomas S. Turner 


SANTA BARBARA, CALIF. 
15 East de la Guerra 
Santa Barbara 6405 
Warwick S. Carpenter 


SALES MEETINGS is issued quarterly on 
January |, April 1, July | and October | 
as Part Two of SALES MANAGEMENT. All 
mail for SALES MEETINGS should be di 
rected to Philadelphia office. 
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Teleprompter 


... the new electronic prompting device 
... now priced for any budget 


WO LONGER THE RICH 
WAN'S BABY. .TELEPROMPTER 
1S WOW AVAILABLE FOR ALL 
YOUR WEETINGS al a With Teleprompter your speech is al 

woys in front of you no fear of 
PRICE WELL WITHIM YOUR forgetting no need of memorizing 
BUDGET 


TRY IT ANDO SEE 


Teleprompter for better, more 
interesting sales meetings, merchan 
dise presentations, stockholder 
meetings, forums, conventions and all 


talks of importance 


With Teleprompter any speaker can 
now relax completely free to con 


centrate on his audience 


e Here's the new, electronic Teleprompter written on the faces in your audience @ See it for yourself Now Teleprompter 
especially engineered for any size n eeting T can be demonstrated right in your office 
e Wh eleprompter is so popular: The 
Recently acclaimed a ‘must’ for all meet y P P PoP Why not learn, first hand, how this new, 
Teleprompter eliminates the tedious chore 

ings by the nation’s business and political 


low-cost prompting device can help you 
of memorizing once and for all. It ends 
leaders, this new, low-cost Telepror pter : , eo at : ? end 


plan better, more productive meetings 
: forever, the possibility of omitting lines 
can be the workhorse at your next 


important items the fear of forgetting 
meeting for as low as $75 F 9 J 


With Teleprompter you are completely 


@ How it works: Your entire program, relaxed and natural free to concentrate Here are justa few organizations 


typed in giant size easy-to-read letters solely on the audience. No more ‘card who use Teleprompter: 


unroll ‘‘line-for-line before the speaker shuffling eye-glass fumbling American Can General Motors 


One Teleprompter unit, built into a specially head-bobbing or other objectionable Amer. Assn. Adv Johns-Manville 
Agencies 

constructed podium, is in front of you at all distractions. You can stage an entire action b . Kiwanis 
Bigelow-Sanford 

times. Other units, strategically placed, packed meeting — including light, sound and Burroughs Corp Nash-Kelvinator 

make it impossible for the audience to tell slide cues—without time-consuming 


you're reading. With Teleprompter you rehearsals. Let Teleprompter 
read your talk as though your speech were 


Helene Curtis McKesson-Robbins 


work this DuPont Congoleum Nairn 


magic at your next meeting 


Write fora Coe OF or ae for illustrated booklet 


TELEPROMPIER i 7 CORPORATION 


if It's Worth A Meeting nn Van's ’s Worth Teleprompter 


270 Park Avenue, New York 17, New York 
In Chicago In marningren In Philadelphio 


in California 
17 N 6151 Santa Monica 


2, ¢enw < 83 OC Hollywood 9-623 


ate St 14¢ nnecticut Ave James Bloir 
nk 2-882¢ 2 


SM OCTOBER 


Wei? 5 
MR BUADER SE 
We 


~~ 
Nag! 


SHOWMANSHIP... 
that sells! 


—_ 
-_ 


National Electric Products 


MR BUILDER SEE HOME-OWWERS|/PE Tes PEEVE” 


Pulling in prospects was no problem for National Electric Products 

at the Home Builders Show. Showgoers looking through the 

attractive, pierced canvas saw a typical living room and learned about 
home owners’ “pet peeve”... overcrowded electrical outlets. 

National Electric presented the solution ...PLUG-IN STRIP... . focusing 
attention on a convincing demonstration by the use of 

“black light.” Demonstration props glowing in the darkness 

proved highly effective. Let us put SHOWMANSHIP 


to work for YOU today! 


PITTSBURGH 

477 Melwood St, Pittsbur 

NEW YORK 

516 Fifth Ave., New Yor 
CHICAGO 

1937 W. Hastings St., Chicago 8, |! 
DETROIT 

810 Book Tower Bidg., Detroit 2¢ 
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PDNA (Please 
Do Not Abbreviate) 


In our attempt to chart movements of some 
70,000 association meetings staged each year, we 
troubled frequently by name abbreviations. “Vhank 
tully, our research people have developed a sixth 
sense in culling reports. They usually can tell 
whether AHA stands for American Hotel Assn. on 
American Hospital Assn. because of familiarity with 
group habits. 


Initials such as AMA become a little harder. 
They might mean American Marketing Assn., 


\merican \Managen ent Assn. Ol American Medical 
\ssn. 


While most publications and association news 


releases report full association names along with 
abbreviations, many on the false assumption that 
“everybody in our industry knows what thev stand 


to use initials only. This often adds to out 


research burdens, and I have harbored the suspicion 
that many people outside our Research Department 


get into hot water by misinterpreting initials. 


Well, it happened, and the sad details are re 
vealed in a letter written by Ben Hirsch, a surgical 
nstrument supplier. He writes: 

“Early in February | left for Bermuda for the 
eighth successive Veal n an effort to find surgical 
and hospital outlets. As usual, I set up my head 
quarters at the Belmont Manor Hotel and Golf 
Club. 


Anvway,. after three weeks of looking for deal 
ers on the golf club grounds, both in and out of 
sand traps, and searching for them along miles of 
beaches and dur ng n iles of walking to and from 

lounges and dining room, I gave up in 
despair, as usual. 


‘However, my enthusiasm was again aroused 
when, at the end of three weeks in Bermuda, | 
saw a Copy ot the most recent issue of Nassau 
“Magazine of Life and Times in the Enchanted 
Bahamas” and on the beautiful front cover | 
read: 


“*Nassau extends a hearty welcome to ASTA 
Conventioneers.’ 


“What d d I do but pack up and yo to Nassau 


n the hope of seeing some of my good, old-time 


dealer friends conventioning there with American 
Surgical ‘Trade Assn., and ready to buy them 

Planters’ Punch every now and then. Howeve1 
to my. consternation, when I got to Nassau I learned 
that the ASTA red to was American Society 


Travel Agent cide r 
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¢ Reasons Why 


CONVENTIONS 


are a@ Success 


at THE DRAKE 


; of 
t location — on the shores 


ike Michigan. = 
facilities for 799, a A a 
is that accommodate 25 


Convenien 
beautiful iA 
Banquet 
meeting roon 
800 persons. 
Experiences rogss 
arrangements to make } 
é ‘cess. 
° ry famous dining pengeenpriete eee 
anels priced Oak Room, the é 


. distinctive 
Cape Cod Room and the dist 
Camellia House. 
600 sleeping rooms. = 
Owner Management thé 
yersonalized service. 
Quiet dignity. 


any voluntary co 
seen on reques ° 


to complete 


-psonnel 
. r convention 


the moder- 


provides 


mplimentary 
On file are ™ 
"fetters that may be 


«DRAKE 


Chicago 


President 


E. L. Brashears, Sales 


i ‘ly Vice-President 
Dick Flyn., sn 
TYPE No. ; 

a SUperior 7-220 


The Drake’ 


——— 
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Tilt HOTEL OFFERS 
— VALUE! 


ores GROUPS, large and 
small, now recognize that the New 
Yorker offers more real hotel value 
than ever. By any yardstick you 
choose—location, service, cost, con- 
vention “know-how”—this is now 
New York’s outstanding popular- 
priced convention hotel. A wide 
range of air-conditioned meeting 
and banquet rooms, ample exhibit 
space and specially trained person- 
nel make every group meeting a 

success. When you consider New 

York, consider the New Yorker be- 
(| | iH cause it offers you unexcelled value! 


mine For detailed convention information, 
|i. an write to D. W. Carlton, Director of 
| ae ili an) Sales and Advertising. 


Frank L. Andrews, Pres. Gene Voit, General Manager 


lf un NEW YORKER 


iy 


WRITE US TODAY FOR THE HOTEL NEW: YORKER CONVENTION PLAN 
34TH STREET AT EIGHTH AVENUE. NEW YORK1. N.Y. DIRECT TUNNEL CONNECTION TO PENNSYLVANIA STATION 
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Gas Shew Going 


Amer an (jas (ssn onvention, slated To! At- 
lantic City in 1954, will not include a trade show 
sponsored by Gias Appliance Manufacturers Assn 
A meeting this month is to sign the death warrant 
for the big Gas Show. Whether the show will be 


staged after 1954 is unknown, but it appears un 


likely. 


One of the country’s big expositions, the Gas 
Show vields to a change in marketing of gas ap 
pl ances. Utilities, members of American Gas Assn., 
are no longer the major force in selling gas ap 
pliances. A show for this segment of the market 


is losing its prod ICtiVIty 


Appl ance manufacturers are inclined to spend 
their exhibit dollars in markets that currently a 
count for greater sales. Cancellation of the 1954 
show is a test to determine how much of a loss the 
show will be to the industry. If its cancellation 


proves inwise ft ma\ ; re nstated. 


With new shows springing up to fill voids created 
by new production and marketing developments, it 
s natural—indeed, desirable—that shows adversely 
affected by present conditions be re-examined for 
their true worth. It takes almost as much courage 
to discontinue a big show of long standing as it 
does to start a new one. Both steps must be taken 


if exhibit ng is to enjoy profitable returns 


Hotel Selection Aid 


lities to handle speci 
accommodate these 
it our iestionna 

Ta lit es 

t omplet 


iva | ible 


Readers who re ved S ( re so pleased 
prompted s t rreate ise of our newly 
established file n April, SALES MEETINGS will 

luce a spe al issue that will prov de con plete 

n over 500 hotels across the country as well 
‘anada and some south of the border. Facts on 
each hotel will cover size of groups that can be 
handled, rates for rooms and meals, number and 
capacity of meeting room visual equipment avail 
ible, Stage tac ilities, ex] areas harges tor meet 
ing or exhibit areas and *r pertinent intormation 


for meeting planne 3, 


In the meantime, any reader can receive these 
acts on any area he is considering for his next 
meeting by sending an inquiry to Readers’ Service 
Dept. 


+ 


ROBERT LETWIN 
Editor 
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There's a new climate in Washington for busi- 
ness. Now's the right time for planning your 
important events in the Capital. 


Put your important meetings and exhibits where important 
things are happening. You can book your big meetings, confer- 
ences and shows in Washington's foremost meeting site. Com- 
plete facilities for national company meetings—sales, promo- 
tion and public relations exhibits—are available now at Nationa! 
Guard Armory. 


Put your meeting in the limelight . . . where the - of the 
nation's business are focused. Bring your salesmen, distributors 
or dealers to the most important spot in the world. 


Some Choice Dates Available 


THE LARGEST EXHIBIT SPACE 
IN THE CAPITAL CITY 


@ 76,000 SQ. FT, OF UNOBSTRUCTED FLOOR SPACE 
All on One Floor 


COMPLETE CONVENTION FACILITIES 
TRAINED AND EXPERIENCED STAFF 
UNEXCELLED PUBLIC ADDRESS SYSTEM 
ADDITIONAL MEETING ROOMS 


EASY DRIVE-IN FACILITIES 
Unload Exhibit at Booth 


CRATE STORAGE SPACE 


PARKING ACCOMMODATIONS 
FOR 1000 CARS 


ABUNDANT LOW COST TRANSPORTATION 
10 MINUTES FROM THE CAPITOL 


SHOW 
THE PLACE 


of the Nation's Capita 


For Information Write: Armory Board Manager 


National Guard Armory 
2001 EAST CAPITOL STREET 


WASHINGTON 3, D.C. 


Bakelite Impresses 
The Press With Guns, 
Balloons and Planes 


Field demonstrations of what polyethylene plas- 
tic can do helped Bakelite announce its plant 


expansion plans. Day-long meeting exposed 


newsmen to the wonders of plastic's properties 


and to the importance of the product's uses. 


Bakelite Co., division, Union Car 
bide and Carbon Corp., knows how 
to impress the press. “To announce its 
expansion program, largest in the his 
tory of plastics, it created an all-day 
meeting that was opulent, novel and 
dramatic. 

Fighter planes zoomed out of the 
sky, a helicopter hovered overhead, 
a 57-millimeter recoilless rifle de 
molished a simulated Korean farm 
house, a machine gun chattered away 

and all this started with a leisurely 
breakfast in New York City and a 
police-escorted limousine caravan into 
New Jersey. 

Developed with the military pre 
cision of a small-scale invasion and 
calling into play military units from 
three Bakelite’s press 
meeting was directed by Russell 
Matthews, sales promotion manager. 
Mr. Matthews staged the Armv’s 
specta ular War Bond shows during 
World War IT and called upon all 


the te hniques and contacts that made 


nstallations 


those events suc essful. 

Bakel te had a two-point story to 
tell It is en bark ng ona three-veat 
expansion program that involves con 
struction of three new plants that 
will double present ( 
production by 1955. Dynamic quali 


ties ot polyethylene was the second 


) polvethy lene 


point to cover. 

Four weeks from the day plans for 
the press outing were formulated, 
reporters, photographers, newsreel 
and televis on cameramen gathered at 
Union Carbide and Carbon’s cafe 
teria in New York City. After break 
fast at 10 AM, 14 limousines lined up 
for a trip to Newark Airport. With 


press representatives in each car was 


10 


one Bakelite 
questions and act as guide. New 
York City police cleared the way for 
the convoy to the Holland Tunnel 
where Port Authority police picked 
up and escorted the vehicles to New 
Jersey. With sirens screaming, Hud 
son County Police, then New Jersey 
State Police, led the procession inte 
the airport where Earl D. Johnson, 
Undersecretary of the Army, and 
Captain W. M. Pryor, Jr., assistant 
chief, Bureau of Ships for Research 


executive fo answel 


and Development, Department of the 
Navy, were deplaning. Next stop fol 
the cavalcade was Bakelite’s Develop 
ment Building, Bound Brook, N. J. 

Divided into small groups, press 
representatives traveled on a tightly 
arranged schedule through the labora 
tories and plant, witnessing demon 


strations of processing and fabrica 


It scared them in Brooklyn... 


tion of polyethylene plastic. Newsreel 
and television photographers had 
made the trip in advance of the 
writer contingent, 

Krom the plant, the party was 
spirited along the highway with State 
Police escort to Far Hills Inn, Fat 
Hills, N. J. Here luncheon and cock 
tails were Bakelite’s 
module exhibits set up around the 


served, with 


ballroom to display consumer, indus 
trial and detense applications of poly 
ethylene plastics. H. S. Bunn, pres 
dent, Bakelite, spoke to the group 
about company’s plans and develop 
ment ot polyethylene. He was tol 
lowed with short talks by Underse 
retary Johnson and Captain Prvor. 

The party then moved from ball 
room to bleacher seats behind the inn 
and, on an S0-acre tract, was exposed 


to a combination military operation 


NOT MESSAGES FOR IRON CURTAIN COUNTRIES but promises of gifts for finders 


were attached to 100 pillow balloons launched for newsmen 


Seventeen were found 
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pouret 


uVLERE PRODUCTION ver 


but the press learned about polyethylene . .. and what Bakelite planned for the future. 


ind torture test of polyethylene. From 


a raised plattorm, TV 


ameramen 


and newsreel 
covered the show and a 
protess onal announcer kept up a run 
ning commentary on activities. 
Three fighter planes of the Ai 
National Guard, based in Newark, 
roared across the Far Hills tract in 
simulated strafhng operation. One 
plane towed a woven polyethylene 
aerial target. ‘| his new target is pat 
ticularly useful at high altitudes be 
cause most materials tend to become 
brittle and break while polyethylene 
stavs flexible and actually gains ten 
sile strength at low temperatures. Be 
cause of dangers to spectators planes 
did not atten pt to shoot at the target 
they dived and climbed. 
30-caliber machine gun fired at an 


al tarvet on the ground to indi 


Instead 


cate how polyethylene plastic mono 
filaments hold together while being 
peppered with bullets. 

Versatility was one ot the leading 
features stressed for the plastic in 
demonstrations. The sky was filled 
with 100 pillow balloons — made of 
polyethylene tilm, of course re 
leased in front of bleacher seats. At 
tached to each balloon was a message 
asking the finder to return it to Bake 
lite and receive a free gitt. Wind cu 
rents were calculated to take the bal 
However, 17 did 


float over land and were recovered. 


loons out to S@a. 


Finders were sent a $20 set of plastic 
dishes. The pillow balloon launch 
Ing Was interesting to the press be 
ause these balloons are the type that 

rry C lk reedom messages 
behind the ! Curtain. It gave 


RECOILLESS RIFLES FIRED at a simulated Korean hut. Newsmen learned that cartridge 


linings are polyethylene to insure dry powder 
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Safety was prime concern on range 


newsmen a little technical informa 
tion about a propaganda vehicle about 
which they sometimes write 

A giant skyhook balloon, used by 
the U.S. Navy to carry instruments 
for upper-air weather research, was 
inflated and launched. Like the pillow 
balloons, it was made of polyethylene. 
While winds should have carried it 
out over the Atlantic Ocean, a quirk 
of air currents deposited the balloon, 
some minutes after launching, on a 


Brooklyn dow k. 


Police Called 


Frantic calls from dock workers 
brought police to the scene of the 
suspicious, air-borne missile that 
ticked. English, not Russian printing, 
and the name Bakelite Co., however, 
A check with. the com 


pany by police satisfied all that a 


allaved fears. 


loak-and-dagger incident was not in 
the n iking 
Industrial acid carboys made. of 


glass were dropped trom a hovering 
hel copter onto a rock p le to demon 


vulnerab lity ot glass to im 
breakable 


carboys that hit the 


strate the 
pact as ompared to non 
polyethylene 
rocks and bounced into the air un 
harmed. To further all 


to plast 


ittention 
arboy’s strength, a= six 
wheeled Army truck rolled over them 
with no apparent damage to the poly 
ethylene corrosive-chemical contain 

\ lightweight pipe, molded of poly 
ethylene plastic, for low-cost farm 
water systems was demonstrated for 
the press. It was used on a jet pump 
and then laid in the ground with 


rei arkable speed. A 


nat h ne was 


ditch-digging 
given a (half the 
field) lead, but of plastic 
pipe caught up to the digger long 
before it finished. In 150 
feet of pipe were in the 

U.S. Army assault telephone wire 
and Army Signal Corps carrier cable 

insulated with polyethylene plastic 
laid to 


these 


y 
_ 


the co 


Sec onds, 


rround. 


rad 


the ease with 
types of wire and 
By hand, truck 
wire was laid before 
the press contingent. 

A simulated Korean farm house 
was blasted to splinters by an Army 
team with 
rifle to demonstrate 
polyethylene. Cartridges for large 
recoilless rifles lined with the 
versatile plastic to keep powder dry 
despite perforations in the cartridge 
which permit explosive gases to escape 


were show 
which new 
cable can be handled. 


and helicopter 


a 57 millimeter recoilless 


another use oft 


are 


g 
out the breach of the gun, lessening 
reco l. 

Following the field demonstrations 
newsmen were whisked bar kK to New 
York City 

pM. Each reporter had been given 
ilong with demonstrations and talks 
a bound (with plastic ol 
press file of releases, photographs and 
background The 
book release on 


ompany 


via escorted limousines by 


course ) 


intormation., press 


contained a general 
expansion, statistics, history 


Properties, end products and future 


ot polye thyvlene 


Lses 


Safety First 


Plans 


operations ot 
meeting Te Wi 


some ins 
at 


( lemonstrations. Safety 


visifors a outs le specta 


well as | é 
ate h 


lined the 
glimpses ot demonstrations, was o 
With bullets 
shells fly ng through the air and fi 
er planes diy 


Ts who 


. 1 + 
road ( 


prime concern 


I 
and 
ht 
ing out of the sky, safety 

were 1 vid and extensive. 
Fire-fighting equipment from Bake 


y 
; 


hand 


fire companies were alerted 


and _ local 
In add 

tion to State policemen who lined the 

highway 


te s plant was on 


adjacent to the demonstra 


rea UO AY ddlesex 


emen sul 


tion County re 
rounded the irea 


to prevent someone stroll ng into it 


serve poli 


Civil defense volunteers and auxiliary 


police of Bridgewater ‘Township 
joined 


Mr 


demonstrations with a 


nm protecting the area. 

\Iatthews directed guards and 
walkie-talkie 
rews from Fort Dix and Signal 
Fort Monmouth 
iefed in advance on their part 


Cyun « 
Corps 


were br 


men trom 


of the program and had no difficulty 
keeping the program moving briskly. 
Weapons fired 


were within a 


Stake, and 
flags clearly indicated the firing range 
up to the target. ‘Targets were back 
ed by high embankments, 
thrown up by bulldozers the day be 
fore. 

All pre 
standing, 12 casualties were reported. 
A mink farmer in the vicinity of the 
demonstration laimed that 12 
baby minks killed by their 
mothers who became frightened by 
While legally 
Bakelite settled the 
mink-raiser’s claim and charged it up 
to public relations. 

How does one judge the results of 
a press outing such as Bakelite con 
ceived and produced? How do 
know what the press thinks of prod- 
uct-qualities demonstrations? Simply 


marked-oft course. rope 


earth 


Satety autions notwith 


area 


were 


planes and gun fire. 


not responsible, 


you 


Fei ee 7) 


by what the press does with material 
gathered. 

Bakelite’s demonstrations were in- 
luded in three major newsreels. One 
3. O00 theaters. 
Fou programs included 
Sakelite’s activities. CBS devoted 
three minutes of a IT'V news broad- 
cast to Bakelite as did NBC. TV sta- 
tions in 86 NBC markets carried the 
storv as did nine foreign TV outlets. 


alone was shown in 


television 


Press clippings from major busi- 
ness publications, technical and trade 
journals, and newspapers attest to the 
impact made on newsmen by the out- 
ng. Bakelite modestly makes no esti- 
mate of the value of space and time 
devoted to its company and product. 
Compared to the publicity, costs of 
the meeting were minute, including 


the mink “trimming.” 


GLASS CARBOYS were dropped from a hovering helicopter onto a pile of rocks 


The 


carboys 


vulnerability of glass to impact 


as 


which bounced back when dropped onto the rock pile 


compared to non-breakable polyethylene 


was demonstrated 


SIX-WHEELED ARMY TRUCK runs over polyethylene carboys to show how impervious 


they are to weights and pressures. 


ical containers, Guards 


and demonstrations 


No apparent damage was done to the chem- 


were directed with a walkie-talkie. 
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Monday Morning Myth 


Most conventioneers and businessmen never get to enjoy 


good hotel service because meetings and appointments are 


slated to open Mondays. Full at beginning of week, half 


empty at end, hotels offer superb service from Thursday on. 


BY ROY STEFFEN 
President, LaSalle Hotel, Chicago 


“Sure is tough to get good hotel 


accommodations these days. Hotels 
must really be coining the dough" 
eThat’s the kind of rumbling under 
current talk that is making the rounds 
lately in key cities across the country. 
And it isa false, damag ng rumor. 
There are plenty of good hotel 
rooms going vacant week after week 
in all the nation’s better botels sim- 
ply because the traveling 
doesn't knox 


publ 
7 hen to ask for them. 


Cyener il rate of oOo pancy 


if n hotels 
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y just past the break even” 
point. 
traveling 


\lore business 


men are realiz ng the value of face 


True, more people are 


now than ever before. 


to-face contacts in closing important 
deals, as well as the increasing ease of 
modern travel. But these new busi 
ness travelers are jamming hotels on 
tivo days a week and then 

ny be ause they t g the 


es they demand 


Situation, ] 


debate what I call the 
Morning Myth’ the 
a successful convention or 
Von- 
or, the big business 
appointment is best kept on Mondays. 


open tor 
“NTonday 
myth that 
sales meeting must begin on a 
lay morning 


Why Monday? 


Why does the business man habit 
tally use this wire: BE IN) CHI 
CAGO MONDAY TO DISCUSS. 
Why wait until Monday If it's 
urgent, why not schedule the meet 
ne tor the preced ng ‘Thursday or 
Friday? If it isn’t urgent, why not 
Wednesday ? 
No generality about business meet- 
watertight, of 
man should 
keep in mind the far more satistactory 
hotel accommodation picture at the 
end of the week. 

In the 


morning opening has for 


meet on the follow ny 


Ings can evel be 


course, but the bus Hess 


Monday 


years been 


meeting field 


a tradition with men schedul ny con- 


ventions o1 onterences, But now 


that i great many new concepts are 
developing with regard to business, 
hotel keeping and transportation I 
believe it is certainly time to recon 
sider the \Ionday Morn ney \Ivth 
Here’s 


gamated 


what happens when Amal 
Neat Wheel Wholesalers 
schedule their annual three-day con 
vention in a major city to open ona 
Monday morning: 

The delegate works feverishly for 
two weeks ahead to clear his desk 
because, psychologic ally, his approach 
to the Monday-on 
‘The week is shot as far as the office 


concel ned 


convention s, 


Transportation Booked 


Sunday afternoon and night, de- 
partures on rail and plane are booked 
solid when he tries to apply for space. 
He takes what he can get, often set- 
tl ng tor more costly accommodations 
or earlier or later departures than 
would be necessary if he had his pick 
of carriers. 

Sunday his 


family and youngsters—Is his time to 


“day of rest’ with his 


worry about arrangements and depar 
cure schedules. He’s lucky if the 
whole family sn't ross from the 
strain of the exit. 
Whether he arrives 
tion town late Sunday 
Monday morning, he finds the 
flooded with the 
arrivals and there is the n 
battle of the taxi and trafh 
At the hotel he finds 
room clerk desperately trying 


in the conven 
night or @€a ly 


ncoming 


One good idea can pr »vide the 
that turns otherwise routine sal 
ings anda conver tions into 


go-get-« affairs 


SALE BLAZERS 
hat full 


< 
end t 


SALE BLAZER 
specific sale: 


ig n 


a SALE BLAZER t 


SALE BLAZERS, INC 
1007 Filbert St, Philadelphia 7, Po 


Rush SALE BLAZERS and sales meeting 


ideas teday 


swarmin nventioneers into the 


} 


arrive—sales 
isiness men in town for 
The dele 
justifiably annoyed when he is 


week ippointments. 


intil we have 

very shortly 

irants are b ilging witl 
\Ionda IVals, I nally, the 
“ roon sn't quite what he 
it he figures he’s 


| oe ol 


\ long ] st of \Ionday and i eS 
day banquets and special dinners in 
the hotel makes it difficult for the 

give the AMWA grand ban 

spe al hand de orated iCs 

ld have liked his staft 

t be n three pla es at 

1\ the thousands of -hot 

plates to the hungry visitors and con 


rs working on tight sched 


onvention secretary discovers 
there’s no suite available for the “big 
wheel” who decided to turn up at 
the last minute. He also is staggered 
at bills for setting up exhibits the dav 
before the convention opened. (Sun 
day overtime rates are h oh n every 


part of the country.) 


Wednesday the delegate leaves for 


home dog-t red from. the speed ot 


events of the three days. He must be 
on tap early Thursday at the office 
to greet the backlog of Mondav’s and 
‘Tuesday’s heavy mail. He n 
tle problems while he tries to forget 
headache and fatigue. “There's no 


doubt about it.” he savs again. “Go 


ust set 


oft to a convention and the week is 


hot 


Same Place — Different Time 


onvention secretary of 

‘Toothbrush Association 

to hold Ais convention Thurs 

and Saturday of the same 

the same hotel. 

‘legates tound in booking 

to the convention city 

airlines offered reduced 

delegate and his wife 

traveling in ie m ddle ot the week. 

In any event railroads offered a 

complete range of space tor midweek 

travel, and he was able to secure 

easily the tastesft, most ideal arrange 
ments 

There's a different) mental ap 

proach to the session beginning on a 


Th irsday. The delegate is unde no 


I 
great strain the week prior to foresee 
ever\ problem ot the coming week. 
On Monday and Tuesday, when mail 

s heaviest, he’s rested and well on 


house at the s ime time the b g deluge 


Wednesday 
with a ‘ar conscience 
no two points in the 
more than overnight 
a the faste : moder 
transportation and travel 
less and less an item for 


pl inners to bargain with. 


Pampered on Thursday 


He's pleasantly surprised 
attention and courtesy trom 
hotel on h S Th irsday ar? 
room =< lerk Ss syn pathet ( 
quest for “an outside room,” 
gets choice assignment right 


moment. Once the } 


“sang” hi 
assembled, they are able to group t 
gether in less-crowded restaurants 
enjoy prompt elevator service, and 
are delighted with the “extras” in at- 
tention from every department 
from room service to house men. Fo 
once, our deserving business man. is 
really enjoving the pamper! 

hotel | i 

Saturday noon the sessions close 
down, and he has a few hours for 
sightseeing in the convention cit 
which proves to be a gentle unwind 
ing process from the tightly scheduled 
meeting sessions. Taking the most 
convenient and comfortable method 
to travel home, he arrives Saturday 
night or Sunday morning, in time to 

wr relax with the family again 
for the full day. He irrives at the 
othce Monday morning fresh with all 
the ideas and zing the convention se 
retary hoped for 

This is what is means by Monda 
Morning Myth. In New York, Ch 
cago, Los Angeles, San Francisco and 
other points, hotel room occupan 
reaches neat capacity the first three 
days of the week but, at week’s end 
many hotels may be as much as ha/f 
empty and more. 

Every traveling man and conve 
tion planner should be aware of this 
He'll find better service and. bette: 
accommodations if he plans to arrive 
on Thursday! 

\Management of the La Salle has 
nfluenced a number of its convention 
Saturdaa 
just try 


groups to meet Fridays, 
and Sundays. Now 
them to change! 

There “ ll always be urgent \Mon- 
lay arrivals—many with very excel 
lent and unconvertable reason. Yet 
f more travelers could be persuaded 

trv this end-of-the-week plan fo 
i time or two, thev would get an et 
tirely new view of hotels. 
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Truck -Tactoul 
| 


GIRLS MOUTH WORDS while sound is picked up by earphones 


Phonomimicry: New Exhibit Technique 


Add recorded sound to pantomime and you have the latest 
innovation in crowd-pulling at trade shows. Curiosity 
lures show visitors into Westinghouse booth to hear what 


pantomimists are ‘'saying.'’ Earphones carry the message. 


Vers and b il ders Cel ed pan 


mime tec hniq ies for trade show ap 
ieations and set to the task ot evoly 
ng something still more” effective 
\nswer it came up with was phono 
mimicry, mute demonstration with a 
sO nad ale hicssayve 
phonomimi \ has gained 
pula ty with television and 
y 1 Pann “stablisl qd entertainers have 
\pril | iopted . ih the irf is old 
ipowertu . 1} ved tor Westing 
or, i 
models who yhonomit Vv i i word 
ge with panto 
} ] 


or? worded Nn d he sound trom a f honog 
} 


DCCAaAlIs 


ictions § 


WHOVES h 
e with 


oes 


t} 
ith 


that proh bit 


( ik SAW h 


produce sound unheard by passersby. 
\ “hearing table” was designed with 
i bank of earphones to be used by 
booth visitors. ‘The girl on. stage 
when first seen by a visitor, appears 
to be and is mute. But vou do 
notice that she is talking without 
sound comimny trom her mouth, You 
ire directed to the earphones where 
vou pick up her “voice” as if by magic. 

Westinghouse first used. phonomim- 
icry at Petroleum Industrial Electri 
cal | \position Houston, in April. It 
represented a try-out to determine 
the technique’s effectiveness. Results 
were immediate and enthusiastic. 
Phonomimicry tor trade shows had 

j 


arrived its first time out 


Animated Talk 


This initial use of phonomimicry 
involved the appearance of a girl who 
delivered an animated ‘‘talk”’ about 
Westinghouse microwave equipment. 

‘re was no spectacular background 
yr Staging. 

Having ilready trained compe 


tent { 
en 


group Ol models handle 
Stra oht pantomime last year, W est 
inghouse turned to them for the phon 
omimic presentations. They had had 
trade show training and had natural 
icting ability. 


purred by the 


Learn about Amazing Space Stretcher for 


e Group Meetings 
e Sales Meetings 
e Conferences 


DOUBLE Seating ons Table Space 
at a Moment’s Notice 


The new Clarin 
Tablet Arm Chair that Folds 
combines table and chair 
in one. You'll be amazed 
it how many people you Can seat 
comfortably in a small office- 
and give each of them table space 
as well. Thus, you can hold those 
important proup mectings in almost any office— 
and arrange for it in a few moments. Undoubtedly, 


you've wished for a chair like this many times. Now it’s here! 


FOLDS FLAT IN 3 EASY STEPS 


WRITE TODAY! 


Our Free illustrated Folder will give you others are trying vainly to imitate it 
full details and description of this won Foam rubber cushioning if desired 
derful, space-saving chair, Quality built N rite for FREE folder today! 
wives years of service folds to flat Clarin Mfg. Co., Dept. 59, 
4-1nch depth for tast, sate stacking in 1640 W. Harrison St., 
minimum space. An engineering gem Chicago 44, Hlinots 
> 


Lhere is a Clarin Steel Folding Chair for your every need. 


New FREE. Catalog of complete line on request 


ENGINEERED QUALITY MAKES THE BIG DIFFERENCE N FOLDING CHAIRS 


ning, W estinghouse next gave the 
routine an interesting twist with the 
introduction of a phantom voice to 
work with the phonomimicist. This 
was at the Coal Show, Cleveland, in 
Mav. Although it was a rather long 
show (10 minutes), the verdict when 
ill the returns were in 1 
results exceeding 

tions. 

Phonomimicry by 
rolling n h oh gear. Another 
tion was tried at Materials Ha 
Exposition, Philadelphia, in 
Two girls worked a routine to 
Without a primary prod \ 
tell at this show, but rathe 
inghouse parts reminder, 
mimic techn que attrac ted 


ts share of visitor attention 
Flexible Tool 


By this time it was evident that, as 
a crowd-stopper and interest-builder, 
phonomimicry was not only a = suc- 
ess but a flexible tool as well. The 
presentation could be tailored to fit 


show hours, audience and other con- 


ditions that often create natural 
blockades to ; on pletely successful 
show. 

Operation of phonomimicry at a 
trade show is relatively simple. Orig- 
inal sound is produced on a continu 
uus tape. As the tape runs through 
the recorder, it automatically stops 
ifter a complete cycle. It is started 
again by the phonomimicist who 
presses a button switch hidden on the 
stage floor. A small audio device al- 
lows the phonomimicist to hear the 
recording and stay in perfect syncro 
nization with the sound. After memo- 
rizing her lines, the phonomimicist 
Is trained in gesture. Mechanims of 
Starting tape recordet and gesturing 
with the sound she picks up via small 
audio device, are learned quickly 


Show Stopper 


After phonomimic _ presentation 
reated a small sensation at the Rail- 
road Show, Atlantic City, in June, 
one enthusiastic observer said this: 

‘] have attended all Railroad ex- 
hibits during the last 35 vears, and I 
never Saw railroad men and supply 
men that flocked to any exhibit like 
they did to Westingho ise’s,”” 

Phonomimicry has novelty, atten- 
tion-getting values and provides im- 
pact on a show visitor who tends to 
listen to the entire sales message. The 
unique presentation has retention 
value. He'll remember the Westing- 
| } 


nouse exhibit. 


SM OCTOBER 


let American 
plan your 
transportation! 


Enjoy special fare-savings and low-cost tours 


LET AMERICAN’S experts help make your convention 
an even bigger success by planning your trans- * The Family *3 Fare Plan 
portation In addition, American offers fare savings * Fiesta Fares to Mexico 

and low cost Flagship Tours that enable you to tie * Low-cost Flagship Tours 

in a vacation for many dollars less than the usual * Group Leader of 15 visits Mexico free 


cost. Or, if you choose, you can visit some friends For details see your nearest American Airlines 
on the way at no extra fare, thanks to special stop- ticket office or write to American Airlines, Inc. 


over and alternate route privileges. So plan to go CONVENTION SALES MGR. 


by Flagship now. You’ll arrive sooner, stay longer 100 Park Ave., New York City, N. Y. 


and enjoy air travel at its finest! 


cnc casnsane AMERICAN AIRLINES 
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Ae Planning a 


Meeting? 


AE « 


If youwve been handed the job 
of planning a sales convention, 
oreven dat ard 
party dow t panic! Relax. Take 
the proble mto your Western Hotels 
Cat rig 


company dinner eee 


He is an ex- 
pert whose specialty is troning out 
the hinks. 
de tail 


gathe rings. 


Vaunager 
wrinkles and annoving 
associated with suc h 


Hle will advise you on menus, 
seating arrangements, suggest 
those 
that turn a meeting into a pecial 
event! He takes of extra 
table light cords, ash trays and 
mnvitation kven weddings do not 
he will supply the 
and the 


clever, important lou hes 


cayjre 


him 
cahe the 


“unineme 
flowers 
minister! 

Trained for catering. he plans 
hundreds of such functions vearly. 
Hle knows the pitfalls and how to 
avotd them 
cut if you have 
Hell help make 


successful 


what corners to 
a tight budget. 
your meetings 
a credit lo 


' 
ai d fo vou 


more 


your firm 


» i] 


= < «G) ATTA © 
A 


wis 


WESTERN HOTELS 


S. W. Tuunston, President 


Executive Offices: New Washington 
Hotel, Seattle or 160 ¢ entral Park 
South, New York Coity 


LOS ANGELES, Vay/fair 
SAN FRANCISCO, Sur brancis Drake 
Vaurwe 
SEATTLE, Neu 
Benjamin bkranklin 
Rooset elt, Mayflower 
PORTLAND, Wudltnomah, Benson 
SALT LAKE CITY, Newhouse 
DENVER, Cosmopolitan 
VANCOUVER, B. C., (-eorgia 
TACOMA, H inthrop 
WENATCHEE, Case adian 
BELLINGHAM, | eopold 
WALLA WALLA, Warcus Whitman 
BOISE, Boise, Ouvhee 
POCATELLO, Bannock 
BILLINGS, Northern 
PALM SPRINGS, /lotel Lhe Oasis 


Ho ashington 


— 


Y / Leeare WAR KS 


Mating Pobn Seen 


——— | 


How Do We Give Salesmen 
Technical Information 


They Can Use Back Home ? 


Men in the field need good technical data as a major sales 
tool and they know it. Sales manager wants to know how to 
present technical facts to fill salesmen's needs and keep 
sessions alive. Revamped program approach is the answer. 


By RICHARD BECKHARD + Consulting Editor 


A sales manager raises this question: "We 
know cur men in the field need good tech- 


! 


nica! information as a sales tool 


The men 
know it, too. They ask for it at every sales 
meeting. Our technical people are willing 
and interested in discussing these matters 
at sales meetings; yet, somehow, the tech- 
nical presentation always falls flat. What 
can we do to make it interesting?" 

It would be impossible to give a 
perfect solution to this spec iftc prob 
lem without a lot facts about 
how the sales manager is 


more 
now pre 
How 
that his 
presentations have fallen 


follow Ing 


senting his technical m iterial. 
ever, it S Sate to assume 
technical 
into 


one oO more ot the 


traps: 


1. Too Technical: Presentation is, 
from the technical point of view n 
technical listen 
ers (salesmen) to translate as the 


language, requiring 


speaker Ss go along. 


Ludi 


been ade 


2. Audience Unprepared: 


ence salesn en has not 


quately prepared to listen in 


+ 


tS OWN 


erms to look tor sales points. in the 


presentation. 


3. Needs Disregarded: Speakers 
panels o! have not been 
adequately briefed on the needs, de- 


sires and point of view of the audi 


whateve : 


ence or salesmen. 


4. Objective Not Clear: Meeting 
chairman has not established the cor 
rect climate for the presentation a 
climate that ensures that salesmen sec 
this as important and interesting sales 
material, and everyone, both audience 
and speakers, is aware that the pur 
pose ot the presentation is to help 
listeners, not to gratify speakers. 

5. No Action Prompted: \laterial 
only, 
rather than as background for follow 
up action by salesmen. 


Ss presented as intormation 


technical 


these traps, because 


A number of 


tions fall into 


presenta 


HAVE A PROBLEM? 


Richard Beckhard 
Counselors, will apply 


In subsequent issues 
Conference 
problems 


nation's 


leading 


consulting editor and executive director, 
scientific 
lf you should like to have your puzzler considered by one of the 
authorities, sent it to 


Sales Meetings, 1200 Land Title Bidg., Philadelphia 10, Pa 


techniques to readers’ meeting 


Richard Beckhard, Consulting Editor 
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NO. 4 OF A SERIES 


on better selling, training, and 
demonstration through photography 


Audio-visual methods pay off in many ways ...a few examples from the files of Kodak Audio-Visual Dealers 


Movies aboard ship no problem here 


Recently one of the Scandinavian shiplines operating out of Balti- 
more installed 16mm. Kodascope Pageant Sound Projectors aboard 
its ships. Movies, of course, are no novelty on the high seas, but you 
may have experienced periods when both picture and sound faded 
due to voltage drops. Of the projectors tested on this score, the 
lémm. Kodascope Pageant Sound Projector was the only machine 
that performed brilliantly even though voltage dropped sharply. 
Its superb optical and sound systems, plus permanent lubrication, 
make the Pageant extremely dependable, especially important 


where service facilities are not easily available—reports this user. * 


Photography important to railroad maintenance 


Two engineering-department heads of a large eastern railroad 
use color photography to check the details of bridge construction 
along the road and also maintenance of way. Each engineer takes 
his own Kodachrome slides. One uses a Kodak 35 Camera, the 
other a Kodak Retina or Kodak Flash Bantam. All transparencies are 
then identified and dated. When bridge alterations or repairs are 
necessary, the pictures are projected with a Kodaslide Table 
Viewer as an aid in determining how to proceed, Maintenance-of- 
way photos are helpful in judging the effectiveness of paints, weed- 
control chemicals, etc reports this railroad. * 


Utility makes own public-relations and project films 


“The Cine-Kodak Special Il Camera has been extremely useful to 
us. We used it for filming two full-color 16mm. sound motion pic- 
tures: ‘Water in the West’ and ‘Streamlined Montana.’ We also 
use it to follow the progress of construction work, both on electric- 
power installations and natural-gas pipelines. The latter films, while 
not completely edited, are available as engineering aids and 
could be utilized in the production of construction films."'—From a 
western public utility. * 


How car manufacturer presents new models 


“One of our main uses of still-projection equipment is found in the 
annual announcement of new car models. Our largest sales division 
gathers its wholesale organization here where the representatives 
are shown by color-slide projection all of the style, mechanic al, and 
selling features of the new models. Each group then returns to its 
zone where similar presentations are made to local dealers. Koda- 
slide Master Model Projectors are very efficient and do an 
excellent job."—From a large automobile manufacturer. * 


These are but a few examples of the ways in which Kodak Audio-Visual materials are helping 
business and industry to make and sell better products. Send coupon below for the name of your 
nearest Kodak Audio-Visual Dealer—one of a coast-to-coast group of qualified specialists in the 
particular audio-visual requirements of business, industry, school, and church. 


*Name on request 


BUSINESS FILMS... demonstrate, train, dramatize, sell 


Now...Kodak Projec- 
tors to meet every 
lomm. requirement 
A complete line of Ko- 
dascope 16mm. Projec- 
tors based on the fa- 
mous Pageant design: 
Kodascope Royal Projector for silent screenings... the 


heavy-duty Analyst for critical movie study...the eco- NAME 


nomical standard Pageant for average sound-and-silent 
shows...the super-brilliant Pageant AV-071 for sound 
shows in hard-to-darken locations ...the Model AV-151 
and AV-151E Pageant Projectors for quality sound even in 


Audio-Visual Dealer—the remarkable Eastman 16mm. 
Projector, Model 25, for theater-type installations. 
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16mm. motion-picture cameras 
still cameras 


COMPANY 
STREET 


spacious auditoriums. Also available through your Kodak CITY 


EASTMAN KODAK COMPANY 
Rochester 4, N. Y. 


Please send me name of nearest Kodak Audio-Visual Dealer; also complete in- 
formation on the products che ked: 


16mm. sound projectors miniature 
) color-slide projectors and table viewers 


POSITION 


meeting planne s 
through these points themselves and 
retore do not brief speakers and 
Charts, mock 

aids will help any tech 
nical presentation, but they will not 


by themselves assure real ommunica 


the 


adequately. 


tion between techni il experts and the 
salesmen audience 

Here’s an ill istration of how one 
compan 


hanged its meeting plan to 


company sales 


Trade show.. 


men, plus 20 distributors 

bring the total sales group into the 
home office for the first time. Com 
pany salesmen had been I g into 
the home office eve: vei ranun 
ber ot 

time 

been 

nadir 


tk 
The company’s { 

technical and salesmen need a good 
deal of technical information. Com 
pany men work closely with research, 


development and engineering depart 


convention sales meeting 


wherever you need your displays and ex 


hibits, big or small, you can ship them easily 


by calling your local North American Van 


Lines Agent 
tifically equipped vans 


oe 


ecially | 


mate.. 


saves time. Get the facts 


Door-to-door delivery in scien 
Minimizes crating 


Write for 


free booklet, ‘Moving Trade Show Exhibits.’ 
Your local North American Agent can move 
household goods of transferred personnel, or 
office equipment. Get ‘‘Survey Service”’ esti 


. no obligatior 


Contact Exhibit and Display Dept. 


NORTH AMERICAN VAN LINES, INC. 


-Dept. 5M24_ Ft. Wayne, Indiana...... 


Ee 


ed Aner 


! really sales engineers. 

[istributors, on the other hand 
do not have this kind of close work- 
ng relationship or background. They 
have req iested more tec hnic al into! 
n m about products that the com 
partl ularly 


n technical details of the 


pany uses. ‘They were 
nterested 
ompany’s special forging process 

a key sales tool. Distributors did not 
have adequate information about this 
and were hampered in doing a top 
notch job. 

Custom-type methods of production 
account, in part, for a fairly low-stock 
inventory. One principal sales prob 
em was that, due to this low inven 
tory, orders have been delayed in some 
cases and sales people have had to 
expla n delays to customers. This has 
been one of the major communica 
between field and 
home office. It is also one of the 
problems with which the sales mana 


tions problems 


ger was most anxious to deal. 


Original Plan 


Following the tradition of previous 
sales meetings, which had been at 
tended only by company salesmen, the 
meeting plan included four technical 
Papers for these sessions 
were prepared by the director, Re 
search and Development, by two of 
the principal engineers and by the 
plant manager. 


SESSIONS, 


Advance copies ot 
these papers were submitted to the 
vice-president in charge of sales, for 
his review. Papers were okaved and 
returned to authors 

The plan for technical 
was to have one paper read at each 


SESSIONS 


Session. This pape! would be read by 
the author and the reading would last 
invwhere from 40 minutes to an hour 
and a half. } ach read ng of a paper 
would be followed by a question pe 
riod. 

To insure participation the plan 
called tol planting one or two leading 
questions among company salesmen 
to start conversation going after eat h 


paper was read. 


Plan Analysis 


Sales manager who was directly 
responsible for the meeting had seen 
several technical sessions at previous 
meetings fall far short of satisfactory. 
He was concerned about the problem 
of presenting the same material to 
distributor men who were attending 
their first meeting and company men 
who had been there several times be- 
fore. As he began to analyze the 
sessions, he found: 

1. He really didn’t know what dis 
tributors wanted to know and he 
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hadn t made any prov n had if. 

2. He had not given any thousiie 
as to how to present mate ial to two 
ditfterent audiences (salesmen and dis 
tributors d make it interesting to 


t} 


both. 


. Research and Development man, 
nanave had pre 

papers tell ng their 

oht ot what 


nee ded to 


” ~4 
‘sales” applica- 
tions as planned 
id no help t the audience in how 


ition back home. 


il sessions 


s what hap; 
Briefing Sessions 


, le h 

peopie Who 
) esented the 
towards the 


isked then to 


Ss people 


“ry al 
pecif 


T low s 


\l ite 
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1. How important the 


sees material in their own te 


audience 


rms. 


dl An estimate of how interested 


audience w I] be in subjec tn 


tter. 


Atl 


3. An estimate of how interested 


> audience will be in hearing a 


my from the particular 


t 


resenting it 


4. Slant needed to help tl 
ter al in 


, 
usetuiness Of Ma 


apres 


' 


ic 


ms of their back-home problems. 


5. An adequate device for 
1 


insuring 


those listening. 


6. Purpose of having technical ma 
terial on the program. If it is tor 
action as well as for information, this 
governs the presentation method. If 
it is designed for information alone, 
other presentation methods should be 

7. Platform participants (speakers, 
panel members). “They should be 
brieted by meeting manager to think 


of the meeting in terms of the point 


two-way communlt 


ations between of view or trame of reterence ot 


making the presentation and audience so that all material is pre 


* 


ehy Hotels 


1») THE GOTHAM 

) HAMPSHIRE HOUSE 

| THE WARWICK 
SARANAC INN 
THE WARWICK 
THE BLACKSTONE 
BEVERLY WILSHIRE 
SUNSET TOWER 
THE KENILWORTH 

, HOTEL NACIONAL de CUBA 

Pp EL PANAMA 


Vou COKE contially 


Sniiled te 
C Sif CHOP 


G 


Uliliie lhe 
Seruices of the 


Lroufe of: Hielels 
, yy Bustness Micling). 


HH by GO 


Please Call the Kirkeby Hotel Nearest to You or Contact 
Convention Sales Department 
THE GOTHAM 
Sth Avenue at 55th St., New York 19, N.Y. 
Phone: Circle 7-2200 


t} 


SHO-FLOOR 


THE INTERLOCKING RUBBER TILE 


DESIGNED SPECIFICALLY FOR EXHIBIT FLOORS 
CAN NOW BE PURCHASED DIRECT, OR 
THRU YOUR LOCAL EXHIBIT MANUFACTURER 


BEAUTIFUL—DURABLE—RESILIENT 


BANISHES SHOW FATIGUE Visitors in your booth and your per- 
sonnel manning it will appreciate the comfort of Sho-Floor’s '4’’ cushion 


of restfulness under foot. 


EASY TO ASSEMBLE, DISASSEMBLE AND SHIP 24” or 8” 
Sho-Floor blocks in a wide selection of colors with beveled binding edge, 
will fit any floor space. Metal shipping containers protect Sho-Floor 


for repeated use 


WRITE FOR DETAILED BULLETIN AND PRICES 


SHO-FURNITURE Upholstered, collapsible 


chairs — vinylite covered in a selection of colors. Legs 


snap out. No tools required to set up. Packed in 
sturdy shipping case. Rugged, comfortable, beautiful. 


Also a atlable through your local ‘ chibit manufacturer 


EXHIBIT BUILDERS NOTE: Here's on additionai source of profit and service you can 
render your clients requesting Sho-Floor and Sho-Furniture. Write for particulars. 


SHO-AIDS, inc. 


12 JOHN STREET NEW YORK 38, N. Y. 


sented with an eye to how it will 
sound and be seen by audience mem- 
bers. (It is a good idea to test mate- 
rial with a salesman or two, or to get 
a salesman to work with engineering 
or technical people in preparing pa 
pers or preparing such sessions so 
that material is “reality tested” prior 
to the actual meeting.) Sales manager 
or meeting manager should make 
sure that technical people are briefed 
in advance and see the prestige of the 
role of resource person as being equal 
to the prestige of an informational 
expert. 


Summary 


In summary then, if you... 

1. Make the pitch from the audi 
ence’s point of view 

2. Prepare both audience and 
speakers to be aware of each other's 
needs 

3. Make sure everyone understands 
the purpose and plan of the session 

4. Develop plans for two-way dis- 
cussion 

5. Present information on use of 
information as well as the informa- 
tion itself 

the chances are that salesmen 

and technical experts will get what 
they want from the meeting. 


Dates & Places 
For Sales Confabs 


Regional sales conferences, clinics 
and rallies under the sponsorship of 


the National Sales Executives. 


OCTOBER 


5-7 Rochester, Letter Clinic 
6-8 Pensacola, Sales Clinic 
13-16 New York, Sales Clinic 
20.Charlotte, Sales Rally 
20-22 Detroit, Sales Clinic 


NOVEMBER 


3-5 Cincinnati, Sales Clinc 
9-11. Montreal, Sales Clinic 
16-18 Evansville, Sales Clinic 
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center strip. 


GRAND PALAIS, LYON. Wings branch out BRITISH INDUSTRIES FAIR. Information 
at right angles on each of the four levels. center typical of design applied to exhibits. 


What a Display Builder 


Sees in Europe 


After tramping down hundreds of aisles, a display builder 
chronicles his impressions of foreign exhibits: his awe 
of show sizes, admiration of beautiful design and wonder 
at shoddy construction in trade shows and fairs abroad. 


BY LESLIE LEVI 


President, lvel Construction Corp. 


It’s quite a while since I was asked of the expositions I visited in | urope 


t} j 


to set down on paper my impressions this spring. Having just arrived 


SM OCTOBER I, 1953 


home at the time,, my mind was too 
full of the excitement engendered by 
the remarkable things I had seen at 
seven different shows in five separate 
countries, to permit me to evaluate 
them calmly and in proper perspec 

tive. 

Even now, several months later, 
with all my color shots before me, 
as well as copious notes made at the 
time and a very clear memory of my 
on-the-spot reactions to what I saw, 
I find it somewhat difficult to make 
a fair appraisal in terms that relate 
to our own American practices and 
limitations and I do mean limita- 
tions. I can speak only, of course, as 
a single individual, my opinions con- 
ditioned by a lifetime of preoccupa 
tion with trade shows and expositions 
on this side of the water, and an in- 
bred conviction that “anything any 
one can do, we Americans do better.” 
(And, of course, bigger!) 


Doubt and Envy 


But now I have my doubts — at 
least as to bigness. And a bit of envy, 
too. As a service contractor and dis- 
play builder, you can’t blame me for 
hoping I live long enough to help 
develop the medium over here to a 
point where we can have even a few 
annual shows a quarter as large as 
Milan or Basle, or half as large as 
Lyon or London. 

We went, of course, to Paris first, 
directly to the Folies Bergere for a 
first-hand professional study ot 
French techniques. It was most re- 
vealing. However, my wife soon de- 
cided it was the wrong kind of trade 
and the wrong kind of show, and in- 
terrupted my studies just as I was 
about to learn something. (I forget 
what.) I soon found myself in Stock- 
holm, where overcoats were worn and 
I was able to concentrate on the 
“Tattmetals” exhibit, a beautifully 
designed show in a downtown busi 
ness building, the ground floor of 
which, I was informed, had formerly 
been a huge automobile salesroom. 
This was a typical one-industry show 
of light metals. While I can’t say I 
learned anything really new here in 
the way of exhibit techniques, 1 must 
admit I was carried away by beauty 
of line, simplicity of layout and 
striking use of color—red, black and 
white, primarily. 

Liberal use was made of currently 
fashionable black iron rod or pipe 
technique for table-legs and display 
stands, as well as supports tor de 
scriptive plaques. Lettering was clean, 
sharp and bold —and brief. It was 
quite apparent that the harmonious 
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WEG next meeting 


Ask us to help you with 
our free convention 
services; arrange room 
reservations, banquets, 
cocktail parties, speakers, 
meeting halls, other 
details. Write now for 
complete information 


and our references. 


INVENTION 


Reno Chamber 
DEPARTMENT 
oo v8 of Commerce 


PO Box 2109 «© TWX RE 46 «© Feno, Nevada 


TEL-A-STORY Automatic 
Advertising Projector 


IDEAL FOR TRADE SHOWS, CONVENTIONS 
AND SALES MEETINGS 


GET ATTENTION 


At your trade snow booth 

At your sales meetings 

Lightweight—Easily Transport- 
able 

No Darkening of Rooms 

Visible from all angles 

For illustrated folder, write Dept. SM 2 


design of the entire show must have 


been the work of a single designer, 
or group operating together. The 
whole exhibit was an excellent exam 
come to think of 
as “Swedish Modern,” and gave me, 


_ 


ple of what we have 


above all, a feeling that it was not 
only n the best of taste, but also 
effective, from the stand 
point of displaying the product. 
Anothe 


visited in Stockholm, was an exhibi 


exceeding] 
though minor, show we 
tion of Italian arts and crafts where 
some interesting knock-down display 
cases inti gued me more, |] contess, 
than the artistic merchandise they 
contained. This was not the first time 
I had seen Italian designers do amaz 
ng things at remarkably small cost 
that we 


ouldn t beg nto a on plish 


here at our rates, 


We left Stockholn tol Italy, fly ng 
over the Alps. After numerous ad 
ventures with the language, driving 
i rented Fiat all over Italy, we final 

reached Milan a dav or two before 
the opening ot the giant International 
trade fair. 

I didn’t need my credentials 
to enter the grounc cause all was 
confusion. ‘There were about 17 dif 
ferent kinds of police around, bu 
Anvbody could 


walk or drive right in, and I guess 


+ 


none stopped 


everybody did r you never saw such 
a trafh jam in vour life. I've seen 
some truck lines outside of Grand 
Central Palace, New York City 
bringing in a show ut never 
thing like ° ter that eve 
while I soaked 

the hotel, I reported 


vata that wasn’ 


and round 


iin ones r own l 


Individual buildings are large and 
architecturally interesting. “They are 
mostly permanent and of masonry 
onstruction (very little wood is used 


in Italy). 


see marble floors, broad m 


It comes as 


and marble wainscoting 

buildings, but I suppose it’s cheaper 
Most of the 
ndividual spaces were quite large, 


too. It occurs to me now that I 


that way over there. 


don’t remember seeing a single 10’ x 
10’ booth. In some areas it appeared 
there were standard booth partitions 
of uniform height (about three meters 

figure it out for yourself) with f ill 
dividing walls and front facia name 
signs. In others, it seems that space 
alone was sold, and all work done by 
exh I ntire o the own 
caste. " ‘rous large 
exhibits and a pavilions 
occupied by in 1 state- 


ly splendor. 


The Bad and The Good 


Now to take up n role as tl 
Like everyone else, I had long heard 


or the wonderful Ital il) 


and the terrific th ngs to be 
their fairs. It proved to be t 
percentagewise, to a surpris naly 
ted extent. The vast 1 jority of dis 
below 


par, artistically; the made 


plays turned out te 


» do anvth I 
rd and ended up 
many bi ll ant sl! ie 
paint competed w 
other is to n il] It 
ottend the eve Const 


TEL-A-STORY, INC. 


523 Main Street, Davenport, lowa 


bsent. { Where 


conspicuously al 


¢ all that propaganda money gor) 


se" WIE WHIPPED THE 4W8 THE 


it this point, let 


“DAV TPHONED THE TIGERS | 


nechanics and 
Erwin Tuthill, Traffic Mgr., Avon Products, Inc., New York, reports on the 


ent 


| 
brush pa nted with ca 
he } y . . . . 
best designed displays (7 famed Flying Tiger Advance Manifest System... 
1 con cted. Nowhere | ¥ 


country. l ! Zz 
over there h Dig he cks at ! 
how badly the nail-heads show. HERE'S THE LATEST MR. TUTHILL ?.. . FLYING 
must admit that the TELETYPE ON AVON'S | | TIGERS. YOUR SHIPMENT 
SHIPMENT ABOARD ¢1-—1 ' LEFT CHICAGO AT7:57P.M 
FLIGHT 903! (—| la IT WILL BE DELIVERED 
ie. IN L. A. TOMORROW A.M 


WANT TO BUY SOME 
» AVON PRODUCTS, MA’M ? 


THOSE FLYING TIGERS 7 THEY KNOW WHERE 
MUSTHAVE A OUR FREIGHT IS ALL 
CRYSTAL BALL THE WAY ...WHAT IT 
CONTAINS... WHO'S 
FLYING IT... WHEN IT | 
ARRIVES. THEY'VE SURE 
WHIPPED OUR 4 W'S! 


YOUR TECHNIQUE’S 
BAD, JOE. LET'S GET 
THIS SHIP UNLOADED 


Write for free illustrated folder 
describing Flying Tigers’ unicue 
Advance Manifest System ; 


LOCKHEED AIR TERMINAL, BURBANK 6 CALIFORNIA + CABLE. FLYTIGER 
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A Fascinating Foreign Site 
For Your Next Sales Meeting or Convention! 


EASY TO REACH! 

BY AIR: 

50 minutes from Miami 
4‘ hours from New York 
BY SHIP: 

Overnight from Miami 
Weekly sailings from 
New York via SS Nassau 


Modern hotels with experienced staffs 
and accommodations for group 
meetings...delightful year-round 
temperature (average 76.6°). 

Serene atmosphere, free of big-city 
hubbub ... shopping for fine British 


Convenient connections from 


and European goods...all sports entire U.S. & Canada 


NO PASSPORTS REQUIRED FOR U.S. CITIZENS! 
Available dates: April 1, 1954 thru January 10, 1955. 


NASSAU, BAHAMAS, DEVELOPMENT BOARD 


(A Department of the Bohamas Government) 
301 Roper Bidg., 20 S.E. 3rd Ave., Miami 32, Fia. 


Gentlemen: Please send me details of Convention facilities in Nassau. 
NAME 
BUSINESS ADDRESS 


city ZONE _____ STATE 


NOW IS THE TIME FOR THAT 
WASHINGTON CONVENTION 


It's BUSINESS back in the Capital—To catch this new optimistic note—to give your 
Company and Association Meetings and Exhibits the added zest and sparkle of the new 
Washington enthusiasm—plan your activities at The Shoreham. 


Few national meetings are too large for our facilities . 
for careful and considerate attention 


. certainly none is too small 


L. GARDNER MOOKEL—Manager 


eC 
SHOREHAM 


Connectic ut Da enue at ( da vert Srreet 


aieaaume . Yate 8,D.C. 


In keeping with our constant potiey of improving our customer service and to keep 
ire pleased to announce the opening of an ofhiec 
heart ot the 
ind better service to you 


pace with our growing activities we 
in New York City 


industry will enable us to offer a broader 


These new tacilities in the world’s entertainment 
Of course, we will continue to maintain our headquarters ofhce in Washington, D.C., 


ind we assure you that our service wiil always remain personal and tailored to your 
wh individual needs 

Your continued confidence in us is appreciated and essential at all times 

No matter where or when you entertain, you can do it better, more economically, and 


with greater assurance of success, if you turn to 


JACK MORTON PRODUCTIONS 
America’s Finest Entertainment and Orchestras 
1025 Connecticut Avenue, N. W 
Washington 6, D.C. New York 19, New York 
NAtional 8-4273 COlumbus 5-4253 


550 Fifth Avenue 
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chandise 

oft at right angles to the central gal 
lery. From general appearance we 
judged that the shops housed the same 
exhibitors each year. 


Sut this was certainly not 


a show 
at which our American designers may 
hope to find inspiration for tomor- 
row’s techniques. 
After Lyon, a Tew 
Swiss Alps and a brief acquaintance 
with the sturdy people of that beauti- 
ful country, only whetted our desire 
to see the famous work of their de 
signers and artisans at the Swiss In 
n Basle. And here we 
were far from d sappointed., Though 
little (jserman, ex 
h b fs were eloquent enough n stvle 
a delight to 


designers here 


days in the 


dustries Fait 
we understood 
and content. Basle was 
behold. Apparently 
were given free rein, and they su 
ceeded not only in pleasing the eve 
but in thoroughly glorifying even the 
most commonplace merchandise. Only 
thing wrong with Basle was that 
they wouldn't let me take any pi 
tures; even the intervention of the 


American Consul did no good. 


Design Techniques 


One of the notable things about 
the Basle show was the fact that each 
building, as well as each wing that 
housed a separate category of mer 
differed completely trom 
every other area in design technique. 
Like Milan and Lyon, sections deal- 
ing with 
knitting machinery 
nesslike and without any particular 
decorative style. 

When it 


goods, they 


chandise, 


such large-unit items as 


were quite busi 


came fo showing con 


sumer really went to 


town. For example, one entire wing 
was given over to high-style fashion 
merchandise and was done by a sin 
gle designer in a manner that su 
ceeded in creating an atmosphere ot 
luxurious beauty second to nothing | 
can recall anywhere. Other sections 
of this building held my rapt atten 
tion for many hours. Nearly every 
individual display of apparel and a 
standout of 
merit. Mostly, they 

island units with no ap 
parenc dimensional limitations; they 
made clever use of structural mate 
rials and forms to show their met 
chandise in intriguing and interesting 
fashion and they had _ plenty of 
whimsical humor. Above all, thes 
were smart and eye-catching. Fur- 
thermore, they seemed to have the 
ability to make even mediocre me: 
chandise look good. 


cessories was a great 


artistic 


were 


complete 


This fine-arts quality of design was 
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Let THE DRAMATIC WAY 
be the gateway to... 


aye 
4. 


Lathe ratede 


DRAMATIZED 


SALES PRESENTATIONS 


IRA MOSHER ASSOCIATES, INC. 


Presents 
THEATRE FOR INDUSTRY 
Sales — 
Created- 
THEATRE FOR INDUSTRY 
Offers 
Ihe complete meeting package or creation 
and performance of any single phase. 


Fresh approach, original ideas and pro- 
fessional handling. 


THEATRE FOR INDUSTRY 


Gives 


Distributor 
Written 


Dealer Meetings 
Directed—Supervised 


Four step planning to small or 
permanent or portable, hotel 
meeting. This includes all phases of 
Creative Planning, Techniques and Tools, 
Direction and Supervision and the Follow 
Through. 


large, 
office or 


Objectives are selected, format outlined 
and a theme developed. Speeches and 
scripts are written and edited. Visual tech- 
niques are selected, created and prepared. 
Special displays and scenery are designed. 
Meeting Managers and Professional Stage 
Directors are provided. Hotel arrange- 
ments are made and managed. All pre- 
meeting, meeting and post-meeting de- 
tails are completely planned and super- 
vised, 


Why don’t you take advantage of the 
scope of specialized services we offer. Let 
us serve you tn order that you may better 
serve your organization. 


For further information write or call 


THEATRE FOR INDUSTRY 


Ira Mosher Associates, Inc. 
10 Rockefeller Plaza, New York 20, N. Y. 
Telephone ClIrcle 7-5888-9 
1511 K Street, Washington 5, D. C. 
Telephone Republic 7-8061 
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contined to the wea 
Ing apparel sections, but was strongly 


not, of course, 


in evidence among chemicals, indus 
trial goods, books, building materials 
and elsewhere. As might be expected 
in Switzerland, watchmakers occupied 
Their 
unique in at each one o 

cupied a complete little shop with his 
wares displayed in what might have 
store window. Much 
n the de 

these shops, each of which 
look. One didn’t 
into them. I suppose either 
a special invitation or the most impec- 


an important area. exhibits 


were 


jewelry 
imagination was employed 


been a 


sign of 
had a 


even see 


permanent 


cable credentials were necessary fot 


actual entry. 


No Display Builders 


I was fortunate enough to make 
the acquaintance of a few of the de 
signers whose work I especially ad 
mired. Interestingly enough, here in 
Basle, as in Milan, I tound no display 
builders, as such. Exhibits are built 
like houses, the designe: being in the 
same position as an architect, letting 
separate contracts for each trade in 
volved in the construction and deco 
ration. Perhaps this accounts for the 
fact that, generally speaking, design 
was in all than 
tion; no one 


cases better execu 
contractor being re 
spons ble for the entire projec a there 
is apparently a distinct absence of 
pride of workmanship that contrib 
utes so importantly to the high qual 
tv of American exhibits. 

I was Basle, but 
came closing day of the fair and there 


seemed no 


sorry to leave 
good reason tor not re 
Paris without further delay. 
Paris itself, is of course the greatest 


visiting 


fair of all but that’s another story. 
Here, too, I a Grand Palais 
and in it a hotel and 
that turned out to be 


found 
travel show 
a pretty good 
example of the French version of out 
own one-industry trade shows. In 
the great glass-domed building (Crys 
tal Palice 


so strongly as to render booth light 


stvle) the sun streamed in 


ng unnecessary, and many neon 


signs pale by ‘The coarse 
vellow floor made walking 
bit uncomfortable in the aisles, but 
each booth occupied 
platform. 
If there 
rules here, 


COmMparison, 


gravel 
its own wooden 


depth 
were hon 
I suspect that the 
a rugged individ 


were height and 


they certa nly 
ored in the breach. 
French exhibitor is 
ual BE 


and uncovered; 


Many of the booths were low 
peaked 
roofs or pyramidal tent-like canopies. 
There 


lighted pvions, ( olors were vivid, let 


others had 


were tall towers and neon 


PROJECTORS 
in ONE 


All the features you have desired are 
combined in the 


TS! 16mm 
“SUITCASE” PROJECTOR 


Over ten years of experience and thousands of TSI 
Suitcase’ machines in service today prove the 
exceptional advantages of this projector in indus- 


try and sales 


NOTE THESE EXCLUSIVE FEATURES! 


Self-Contained Magazine Projection 
No reels of film to thread—no screen to set up~ 
no sound speoker 
to engage. Self 
contained screen 
measures 135 sq. 
inches. Continuous 
magazine holds 
800 feet (22 min.) 
black and white or 
color film, sound or 


silent 


Standard Magazine Projection 

Standard projection on any conventional screen to 
auditorium size 
Continuous maga- 
zine is power driven 
giving automatic 
rewind. Film run 
through once is 
automatically ready 
to go again after 


every show. 


Standard Reel Arm Projection 
Using 2000-foot (55 min.) ! 
reel arms, furnished with 
each machine, long feature 
length films can be pro- 
jected as easily as with 
standard magazine pro- 


jection. 


Self-Contained Reel Arm Projection ' 

Using 2000-foot reel arms and self-contained 135- 
inch screen up to 
55 minutes of sound 
film may be shown. 
Crystal clear pic 
tures ore projected 


even in daylightl 


Bell & Howell or DeVry Models 

TSI “Suitcase” Projectors are furnished with Bell & 
Howell or DeVry projection and sound systems. 
Easy to carry custom case size measures 14” x 22° 
x 12” —approximately 40 pounds 

Write today for illustrated brochures featuring 


TSI ‘‘Suitcase’’ Projectors 


TECHNICAL SERVICE, INCORPORATED 
Dept. B-2 30865 Five Mile Rd. 
Plymouth, Michigan, U.S.A 


f Ele 4 or Mechar Equipment 
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An Outstanding Convention 


at the luxurious 


Chateau Frontenac 


in Old-World Québec 


SS aeae. 


-~ 


hide a ee 
CO ot ve ~ 


wad 


‘od 


Across the border, one of the world’s 
luxury hotel welcome vou to North 
America’s most picturesque city 

In Quebec, the Chateau Frontenac 
offers over 700 rooms...meeting room 
and banquet halls...a P. A. system, 16 
and 35 mm sound projectors...individ- 
ual exhibition room 

Enjoy fascinating sight-seei 
ping, Laurentian excursions, 
Chateau Frontenac hospitals 

yleasure give 


Vic 


we, 2 


ww AC 


Canadian Pacific style all the way. 
Whether you travel for business or 


pleasut inadian Pacific trains prom- 


-you maximum comfort and courtesy. 
information and reservations, ap- 
imadian Pacific, S81 Fifth Avenue, 
York | N. Y.: 80 Boylston St., 

Boston 16. Ma 39 South La St. 
Chicago 3, IIL: Convention Traffic 
Manager, Room 801, L117 St. Cather- 
ine Street West, Montreal, Quebec; o1 
Hotel Manager, Chat 
) bec, Canad 


iu Frontenac, 


terin right and bold, and 
whole show the atn osphere of 
one exp 

the sportsme! 3 
Show 
of long, low, ten porary bu 
the left bank of the Seine 
doors along the embankment itself— 
there was much on the-site construc 


on of wallboard and plywood, 

paint- 

s shows a 

play shops, I saw no spray lacquering 
facilities anywhere. All paint seemed 
to be applied after erection. All in 
ll, the two trade shows I saw in 
Paris were gay and gaudy, but not 


the Ame1 
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SALESMEN WATCH ACTUAL SALE 5n television. Slides were flashed on screen to bring out intricate de 


of equipment 


Running commentary was conducted to emphasize specific points in sales presentation 


Stromberg-Carlson Dissects a Sale 


TV camera allows 60 pairs of eyes to watch a sale. Slides, 


charts help sales manager point out sales techniques. Com- 


pany went out on a limb to use actual sale for meeting 


program because customer reaction was unpredictable. 


} 
nas 


lation 
g-Carlson 
ts sales 
s televised 
60 salesmen 


“ h and 


pano 
1 receivers, slide 
John Cornelius 
i represented 
n iking the 
Nixon 
and (seorge 
d plant supe 
tively. of Chautauq 
Westt eld, N. : 
Hi e is how the progran ame into 
being: Ea \ t ompany’s 


pata 
Telephone Divisio: lis into conter 


per a 


sales engineers 


ed States to 


ofhce. There, -in 


rated three and- 
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one-halt day conteret 

describe to the men all new 

ment available and to refresh 

on older equipment st ll in the line 
In preparation for this sales con 

e, Stromberg-Carlson sends out 

advanced memos to all salesmen 

ing what items they would 

have on the 

tions received, and = f1 

pany's own knowledge of their needs 

the program is built. 

This year, one of the newer sales 
men requested additional help in how 
to sell XY Telephone Dial equip 
ment. Possibility of a 
which a salesman or two would t 
to a hypotheti al istomer and 
this way, bring out 


‘a 
considered. Mr. 


gana suggested that perhaps a 


riou 


points, was 


tomer, who was approat hing the time 


when he would convert his exchange 
used 


1 
i€@ prese nted 


The possib | 


playlet, in 


would appear rigged was discussed. 
Kinal decision was to have the sale 
televised in another room and brought 
nto the sales conference as a televised 
program. Because Stromberg-Carlson 
s in the radio and television business 
and also operates a television Station, 
WHAM-TYV, the whole idea was a 
natural, 

Details were worked out*with the 
station, and the customer chosen was 
lose enough to Rochester so that it 
would not be a hardship for him to 
come to the meeting as Stromberg- 
The customer, Mr. 
Nixon, was chosen because of his re 


( irlson Ss guest. 


ceptiveness to the idea and willingness 
to become a guinea pig. He was told 
n advance that he was under no 
obligation to buy and that if, after 
the demonstration and sales story, he 
was still unsatisfied and wanted to 
buy other equipment, he was perfect 
ly tree to do so. He was, however, a 
good prospect from the company’s 
standpoint because he had never pur 
chased any of S-C’s dial equipment; 
hence, had not been conditioned to it 
by any previous sales story. 

While the actual sale was in prog 
ress in one room, with the two TV 
ameras picking up all action and a 
microphone getting conversation, the 
audience of salesmen and sales engi 
neers was gathered in a second room, 
listening and watch ng each move. 
Salesmen Cornelius and Orttalagana 
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CASABLANCA 


Greatest 
Convention Value 
in 
MIAMI 

BEACH 


COMPLETE 
Convention Facilities 


Experienced Convention & Publicity Staff 
AIR CONDITIONED THROUGHOUT 


300 Luxuriously Appointed Rooms, Suites & Penthouses 
Several Conference Rooms seating from 20 to 600 persons 
Superb Banquet Facilities serving the Best in Cuisine 
Dining Room @ Coffee Shop @ Cocktail Lounge 
Club Morocco featuring Dancing & Entertainment Nightly 
Magnificent Cabana Club & Olympic Swimming Pool 


Combine a Wonderful Vacation With Your Convention 


THE 
m Jack Parker, 
Managing Dir. 


. ON THE OCEAN AT 63rd STREET, MIAMI BEACH 


Convention Hotels 


the ]]}f}Yonarch of SE 


on the Boardwalk 
AZTLAN PEe Ciry 


50,000 square feet of exhibit space on one floor « 
Private meeting rooms accommodate up to 1000 persons e« 
700 luxurious Outside rooms « Closest to Convention Hall 


Write for Brochure or Telephone Atlantic City 5-414] 


> for 
Conventions 


> Sates 
Meetincs 


Trace SHows 
Expositions 


Our services and facilities will surprise you Contact 


RAY J. KRONEMEYER 
Exec. V. P. and Gen. Mar., Sacramento Convention 
Bureau 
Sacramento 14, California Giibert 2-2978 


explained features of the equipment 
and reasons why the Chautauqua and 
Erie Corp. should buy an XY switch- 
board and allied equipment for its 
telephone ex hange Ww hile, in the meet 
ing room, T. C. Thompson, sales 
manager, Stromberg-Carlson, con- 
ducted a running commentary on the 
progress of the sale. He emphasized 
important features, called attention to 
typical customer reactions and re 
minded his audience of any possible 
omissions in the presentation. 


In order that the demonstration 
would not drag and that it would 
have continuity for sales personnel, a 
series of 10 questions was prepared in 
advance—questions that the custome 
would be most likely to ask. These 
were discussed with Mr. Nixon in 
advance and left with him, with the 

and tl 
t any add t onal questions he 
n mind. Mr. Nixon was also 


told abo it the few restrictions ot tele 


le request that he 


vision, such as the required wearing 
of fairly neutral-colored clothing and 
no flashing jewelry which would 
tend to reflect under the bright lights 
of the television program. 

Salesmen Cornelius and Ottala 
gana arranged their exhibits and 
factual material in a logical order and 
the pictures and exhibits that ‘re 
shown to customers were duplicated 
n photographs for the meeting aud 
ence. Photographs were made into 
2x 2, 35 mm slides and flashed on a 
second screen in the sales room as the 
sale progressed. Thus, intricate de 
tails of the product that could not be 
seen on the teley sion screen were 
learly viewed. 


The actual sale lasted two hours. 
After the sign-off, the customers, who 
had been in a room on the same flooi 
but somewhat removed from the con 
ference room, were brought in and 
introduced to the group. 

Although the program was a cal 

lated risk, Stromberg-Carlson felt 
that it was more worthwh le to have 
a good sale demonstrated than it was 


to have an ac tual sale closed 


Stromberg-Carlson is still nego 
iating with Chautauqua ard Frie, 
ut it looks now as though it is sim 
piv a matter of formal signing of the 
order. As a spokesman for S-C puts 
t, “Naturally, an installation of 
this size, and with the attendant de- 
tails of financing, it take a long while 
before the prin ipals actually put 
their s gnatures on a torn al contract. 
We have every reason to believe that 
the job has been sold at least it has 
been “sold” in the sense that they 
want to buy it. All we're working on 
now are the final details of finance 


and envineering. 
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STEVENS RECEPTIONIST, Miss Bery! Rothaus, at an industria! show, sits behind pre-fab 


designed combination reception desk, transparency viewing area and storage space. 


i here are many kinds ot 4 
thrilis in Vite but the greatest 
of thea 1s when VOM secure % 


SAME EXHIBIT UNIT used at a trade show was adapted for sales meeting use. Sales 
Manager Frank Watt addresses a session from behind the double-duty display. 


Pre-Fab Exhibit Solves 
Tight Budget Problem 


Corrugated cardboard exhibits might seem incongruous 
with a 624-square-foot barrel plating machine, but fit 
budget of Frederic B. Stevens, Inc., after moving and in- 


stallation costs of machinery, and played role at meetings. 


BY CARL B. ANDERSON 


Advertising Manager, Frederic B. Stevens, Inc. 


If a orrugated fiberboard liv ny pass ip Jun irious turniture 


room chair* is proving merit, why woods and rich fabric cov 
shouldn't the same idea pay oft in investigate practical, low 
onstruction of trade show displays ? of revolutionary cardboard 
‘That question was the main reason tion, I had to examine p 
my considering corrugated pre plays. 
ated displays. Like the house 


with limited budget who must 
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60-foot-long automatic barrel plating 
machine in operation, the thought of 
what might possibly be a flimsy card 
board display background is a little 
ncongruous. However, when you 
note the amount of money lett in the 
show budget, atter space rental and 
shipping and installation costs, tor a 
two-ton piece of equipment a unit 
that covers 624 square feet—the idea 
takes on a practical economy with 
which to reckon. ‘That versatility, 
design, quality lettering and artwork 
durability and ease of handling would 
be added to economy, we discovered 
after our first purchase of a Capex 
pre-fabricated display. 

We lke to think of Frederic B 
Stevens, Inc., as a supermarket for 
the metal finishing industry, Manu 
factured items range from one-pound 
tubes of buffing compound to 10-ton 
automatic plating installations. Both 
product extremes are important to our 
business. When a show is scheduled 
both must be exhibited if we are to 
cover Stevens’ services adequately. 

Our sales department has estab 
lished definitely that our metal proc 
essing equipment should be the cente: 
of attraction. In addition to its at 
tention-getting value and opportunity 
for prospects to view this equipment 
in operation, we invariably sell the 
equipment from the show floor. Often 
the buyer is a local manutacturer and 
an unknown prospect who needs the 
equipment, a person we might not 
have reached otherwise. When he 
buys from the show floor, he takes 
advantage of special offers: F.O.B. 
tradeshow city, free promotion at 
show and publicity follow-up 

Necessity of placing this equipment 
in an Stirattiee wttien seme ous 
the problem of our staying within 
trade show budgets. Giant’s share of 
our budget goes to space rental and 
equipment handling. This leaves lit 
tle that may be ippropr ated for 
background display material. 

Pre-fab d splays seemed to be the 
answer and were put to work in oui 
exhibits early in 1952, They had been 
on the market just over a year then 
but we were not the first Detroit 
concern to try a pre-fab. John Rud 
din, advertis ng manayer, Atlas Brew 
ing Co., Detroit, had been using a 
pre-fab for several months, we learned. 
\ call to him brought the nto 
mation that he had used the same 


mum we ight 


* Chair manufactured by Comfy Manu- 
facturing Co.. New York City, employs 
cantilever principle of construction with- 
out any wood or metal framing. Center 
corrugation principle of fiberboard gives 
it Maximum structural rigidity with mini- 


mum weight 


the way SHERATON Hotels treat a convention manager!” 


Socata: QWeRATON 


vue of the Shersion Sotels x the Unio >) HOTELS 


ind Canada ou will find the ime friendly IN THEU.S.A 


thre ime complete convention facilitie 
ime distinguished service And busines 


easure are alwa ht around the corner 


g 


B 


IN CANADA 


LIKE TO KNOW MORE? Then send for our free booklet, 
Facilities Offered by Sheraton Hotels '' Write: Sales Dept., 
Sheraton Corp. of America, One Court Street, Boston 8, Mass 


16” THESE DATES 
STILL AVAILABLE for 
*53-'54 CONVENTIONS: 
We stick to the 


... And the conventions stick to us...some of 
them for as long as seventeen years (ask 
Connecticut Mutual, for instance)! One reason is that 
we're a city in ourselves—everything is at your 
fingertips. And—most important of all—our entire staff, from 
manager down to bellhop, is pointedly organized for 
convention perfection. We've only a few dates left for '53-'54, 
and many bookings already for the two succeeding seasons, so 
contact us now and let us help you conduct your most 
pleasurable convention! 


DEC. 9-18 
APRIL 11-14 


AIR CONDITIONED, SOUND EQUIPPED MEETING ROOMS for 25 to 1200 « 
WORLD-FAMOUS FOOD, AMERICAN PLAN RATE * ENTERTAINMENT PROGRAM FOR LADIES « 
AMPLE EXHIBIT SPACE « Olympic Swimming POOL « 1000 FT. OF OCEAN BEACH « 
4 TENNIS COURTS « 18 Hole GOLF COURSE ¢ COCKTAIL LOUNGES 


wood Beach Hitel 


HOLLYWOOD BY THE SEA IN FLORIDA 
J. W. Tyler, Sales Mgr. N. Y. Office: 400 Madison Ave. 


CLIP-LOCK FEATURE of units makes them 


interchangeable and simple to assemble. 


display 16 times within a few months. 
This worked out roughly to a cost 
of $25 a show for display material. 
It proved the point of most interest 
to me sturdiness of the display. 
Economy was already a_ recognized 
feature. 

Comparison ot costs tor a pre fab 
display and lowest estimate for a con 
ventional exhibit showed a $1,500 
difference in favor of the lighter pre 
fab. Included in the pre-fab price 
were lightweight shipping cartons 
while the conventional display costs 
did not include crates. 

From a porttolio of nearly 100 
basic elements we selected display 
features. ‘These were adapted and 
altered to meet our specifications. 
The display is built of Rigicor, a 
sulfite-faced board developed espe 
cially for display construction. It is 
Hameproof. 

With an island space to fill, we felt 
need for corner pylons. These were 
specially designed and constructed 
ising the same pre-fab_ technique. 
When comprehens ve sketches of the 
entire exhibit were submitted, we 
specified color preferences. 

A combination reception desk, 
transparency viewing area and _ stor 
age space was designed into the ex 
hibit. This piece was ordered with 
the thought that it would serve as 
head table for our Metal Finishing 
Division’s annual sales meeting at a 
later date. For this use, too, it served 
well, requiring less time to set up 
than that usually required for an 
extra alert hotel porter to bring in 
tables for the same purpose. Our pre 
tabs are assembled with uncommon 
speed. The 20-ftoot length of display 
background, 20-foot reception desk 
ind four corner pylons are up and 
stocked with our products in less than 
in hour. two men usually set up 
the display although, because of its 


| 
oht weight, it can be erected by one 


SM/OCTOBER | 1953 


STEVENS... 


FULL AUTOMATIC BARREL PLA: 
AND PROCESSING MACHINE 


> 


FLEXIBILITY OF UNITS makes them adaptable to different floor sizes and shapes 


man 4 little longe time. 
Qur 


exhibiting at t 


rdy pretabs have simplit 


ide shows. We 
shipping charg 
labor 


bills 
that 


savings in 
m 
knowledge 


ze on 
sonable eno il 
the first show. 
Flexibility of 


adapt se 


veral pre { t floor areas 
A clip 
makes all 


a pre tab display inter 


of different sizes and shapes. 
lock feature of 


elements 


the units 
ot 


changeable. 


S on 


iVvings storage costs for ou 
been substantial. Ship 
ping costs are low and packing cases 
able 


area 


exhibit have 


we have 
to store them in a 240-cubic 


or oul 


so compact that been 
toot 
Ten feet of 
pre-tab exhibit weigh approximately 
1O0 pounds, to 


1,000 pounds for a 


own W areho ise, 


between 


wood 


compared 
SOO and 
d splay. 

Costly and 


mantl ng delays 


time-consuming dis 


are eliminated and, 


as might be expected, dismantling out 


exhibit Is than assembling if. 


Casiel 


An 


iN odels evel 


operatin Ta lroad 
ted, was a 
way Ca istitute’s Pan Amer 
Supply Manut irers Assn. 


The display, bu 


five double-diesel engines with about 50 fre 


well as a passenger Ca! 
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d splay 


+ 


Cy 


convention a a 


It by Hartwig Displays, In 


ty, 


elabo ile 
American Rail 
VAR-Railway 
itv. 
Milwaukee, featured 


irs of all types, as 


most afte s 
ion In 


in 


ight 


ain 


the — 
Sales meeting 
they'll never forget 


in BRANIFF: 
Latin America! 


For the most memorable meeting in 
your company’s history, add a touch 
of the tropics! It'll be “terrifico”, 
whether you fly to Havana, Panama, 
Lima, Buenos Aires—or go all out to 
Rio! It’s just as simple as holding it 
at home base, too. Our Convention 
Bureau will handle all travel details 
And don’t forget to check on our 
pre-convention and _ post-convention 
tours to South America. There’s a 
handy coupon for you to use below. 


at your service 
14) 


in 


offices 
Strategic cities 
throughout 
the western 
hemisphere 


111 


© 
INTERNATIONAL AIRWAY 


c------- OO 


Convention Bureau 
Braniff International Airways 
Love Field, Dallas, Texas 


Gentlemen 


Please hove your representative contact us 
to discuss our coming sales meeting 


Name Title 
Organization 


Address 


City 


-——<—<— SS Ss ES TS eee ere ere re er 


Mr. Bentz Is Worry-Free 


His meetings run like clockwork. He has no trouble with ho- 


tels and gets everything done his way. This insurance man 


has one big policy: Everything must be put in writing. 


Ou meet 


ou plan them 


everything in writing. 
Philiy 

ves promotion man 
Philadelphia Life 
a pol C\ that 
ng of all 
ving noth ny 
including his 
own he prevents the many. frus 
trating experiences that often befall a 
meeting chairmar Recognizing that 

nobody 
fallable a 
i halt 


progress 


memo! Sas acctrate or in 


the w tten word he 
aozen heck 
and Ope ition 


Phil idelph i Life 


ites and stages two meetings a veat 


oper ifes 
for sale personnel: one for managers 
n Keb iy and an incentive meeting 
for salesmen in. November. 
150 a id 200 
Novembe 


quot is 


Between 
salesmen qual Ty tor 
sessions by attain ng sale 
These 


nm resort hotels 


meetings are staged 


Letters To Hotels 


When a part tlar area has been 
sele ted Tor the November meeting 
Mr. Bentz writes to each hotel in the 
irea that might facilities he 
seeks. After narrowing down poss 


bilities tron 


have 


responses to his initial 
armed with a check 
Sifts Car h prospective s te to de 
\ften 


sit he makes i written report 


he then 
ne which h is most to ofter 

elt On Cat h hotel Reports n 
imagement efhciencs 
hotel 


lisadvantages and 


lities atmos 


on these . ! i 


the sele fed 


certs floor 


hore Is 
Be ntz 


banquet 


plans of meeting ana 
rooms and compiles nforma 
tion on size and shape ot d ning roon 
tables tvpes mec room chairs 
position o il outlets and othe 


physi il da : th 


omplete dossie 
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on what the hotel has to offer and 


with a check list on every facility his 
Mr. Bentz is able 
to draft meeting plans to a nicety. 
Do hotels think he is finicky? Not 
it all, they love hin 


hotels. He maintains pertect 


rroup ight need 


and he loves 
hotel 
relations because he relieves the hotel 
of all its worries and problems on 
nected with yroup meetings. His hotel 
need anticipate nothing. Everything 


that need be done Is On paper. 


Memorandum 


Mr. Bentz prepares a memorandum 
approx mately ¢ ght pages which 
s sent to the hotel at least a month in 
Originally 


he se a single copy ot his memo 


advance ot the meeting. 


but now hotels ask for mult ple copies 
so each department head might work 
trom it 

Here is an excerpt trom a typi il 
Memo: 

Meeting room should be set up in ae 
T ables 


up starting 1 feet trom 


cordance with attached diagram 
should be set 
edge of semicircular steps leading to 
stage There should be an aisle of 6! 
feet on either side with a 7!'4-foot aisle 
Tables should be 16 feet 


long and three feet wide, 


in the middle 
covered with 
white tablecloths. Five chairs should be 
set at each table and four feet should be 
left between front and back of each table 
\fter fifth table, a six-foot aisle should 
be left as indicated. Curtains between 
pillars on both sides of room should be 


closed. All lights should be 


windows at ceiling 


turned up 

should be 
ir ventilation 

At ‘A 


reading lamp should 


! 


standing floor lecturn with 


placed) with 
attached to PA 
water and four 
Please 


assign housem: o fill pitchers with ice 


ravel ind microphone 


system. Pitcher ¢ ice 


glasses should on side table 


water during intermissions and during 


inch hour 
Nr. Bentz does not ma ] his lengthy 


Oo, coverin second and 


Tar lity 
Is where ind 


yr ever\ 


including how many 


trust vervthin y 


will go right. He holds a meeting 
with key people in the hotel a day 
before his convention. His session 
with the hotel manager, sales mana- 
ger, chef, superintendent of service 
and housekeeper has two advantages: 
He gets to know key personnel and 
overs his memo in detail with each 


one, 


Before-Meeting Check 


] 
kor most meet ng planners a Vol 


uminous memo and _ briefing session 
might be enough, but not for Mr. 
sentz. An hour before each session 
of his convention he is on hand to see 
that every detail outlined in advance 
1S followed. 

Just as precise in planning social 
aspects of a meeting as the physical 
Mr. Bentz surveys home-ofhce pet 
sonnel to determine who knows 
A survey form lists everyone 
who is to attend the meeting. Beside 
each name, a check mark is placed 
under the previous conventions at 
tended. To the right of the survey 
form are “Know well,’ 
“Know “Don’t know.” 
Kach home-office man checks one of 
the three notations beside each name 


whon . 


notations: 
asually eo 


Previous meetings attended are noted 
on the survey form to retresh memo 
ries. 

From returns to this Survey, Nr. 
Jentz irranges for luncheons where 
people can sit with field 
know. Betore the 
meeting he sends a list 


home-othce 
men they don't 
of five or x 
names to each home-ofthce man 
tending the convention. The man re 
ceiving the names then calls individ 
uals on the phone, upon arriving at 
the convention hotel, and invites then 
to lunch with him. This is less formal 
than name plates at tables and gives 
field men and_ office 
chance to chat before lunch. 


personnel a 


Seating Arrangements 


Field men sit at different t 
each meal. This allows them to mee 
home-ofhce personnel from every de 
this ntiorn al 


partment. In atmos 


phere, salesmen can discuss the 
problems and get the view of office 
people who have a few problen Ss oT 


their Whether it’s a simple 


| 
half-hour luncheon or final bang iet 


own. 
at least one company executive sits 
at each table. For the banquet at 
ng 1s alphabeti: al for 


executives are distributed throughout 


salesmen, and 


the room. Seat ass gnments can start 
with either end of the alphabet and 


only the company president, Willian 
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USE 


CUTAWAYS 


to tell the 
inside story of your product 


Cutaways show engineering features, operation advantages 
and quality construction of many products...better than any 
other method of demonstration. They convince the customer, 
they sell the dealer and distributor and do wonders in sales 
training, too. 


Operating cutaway of 
DeSoto Firedome V-Eight 
engine on turntable, with 
dimmer lighting under 
red plastic “dome” base, 


| 


%. © 


| F “eel 


Cutaway International 
Harvester refrigerator 
shows quality construc- 
tion features. 


ith aey 


VW 5 


Power driven cutaway of 
International Harvester 
Company UD-9A Diesel 


power unit. 


plus sound 


Cutaway water heater for 
Hotpoint, Inc. animated 
by neon tubes lighting in 
sequence to show opera 
tion of calrod heaters and 
internal colored lighting 
projected on translucent 
plastic, indicating trans 
formation from cold to 
hot water 


We are specialists in making cutaways and animations. We also 
design and produce convention exhibits, museum exhibits, dealer 
dispiays, showrooms, sales meeting stages and props, and models. 
Write or call for information and prices. 


GENERAL EXHIBITS AND DISPLAYS, INC. 


2100 NORTH RACINE AVE., CHICAGO 14, ILLINOIS e PHONE: EASTGATE 7-0100 
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TIE sales etter? 
together with 


Athletic teams or 
SALES TEAMS score 
on collective effort! 
Worn by EVERYONE at 
your campaign kick-off, 
with your trademark, 
product, or slogan col 
orfully reproduced, Ad 
ver-TIES will unify your 
sales team! 


Decorated with a specific cam- 
paign motif, or with your slo 
gan or product, for repeat 
wear, this HAND MADE neck 
wear will fire up your sales 
meetings! Designed for you 
dignified or flamboyant 
Buy Adver-TIES in any quantity 
one unit or a million! 
Write TODAY for details. Furnish 
od samples and estimated quantity 


AMERICAN 


NECKWEAR MFG. CO. 


pert. SM 
320 S. FRANKLIN ST 
CHICAGO 6, ILLINOIS 


} 
the same 


1 ber one, 


Wives Invited 


these conven 
n all plans. 


Ss sent Oo 


and wife. In advance 
biog i] al sket hes 

he meeting 
lude nick 

f child 
\ attended onven 
sban itle or position. 


sket hes of 


husbands are in 
le pl nted program These 
sketches include forme iobs and 
hobbies. ! ition of biographi al 
mate al aid veryone to get to know 
each other quickly and to take ad 
vantage of social events, every min 
ite during the three-day parley in 
which they are to be togethe 
problen 
for conventioneers, Mr. Bentz advises 


Io eliminate the tipping 


them in advance not to tip hotel em 


pe rsonal 


ployes, except tor spe al, 
; e pa d by the 


e. All gratuities ar 
ipany based on an average of $2 a 
each man in attendance. As 
added reminder not to tip, each 
with his hotel room key 
a little card telling him 


GRAPHICALLY 


speaking of 


SALES 
MEETINGS 


WALNUT STREEF1 


BROAD STREET 


here's not a better place for the meetings 


of your sales organization than 


Broad Street meets Walnut 
Bellevue 


here's transportation conyenrence 


when you arrive 


“ het e 
the 


. and personal convenience 


ever 


since our program of modernization has 


made the 
finest in modern facilities and ac 
dations and the finest in 


hospitality and service 


Meeting rooms are available for groups of 
Ohuit-ol- 


vathering will enyoy 


any size from 10 to LOOO. . 


town Visitors to your 


the Bellevue’s superb accommodations 


and service 


Falk it over with Miss Adele Downey 


Call PE 5-0700 


Bennett | Pousley 


Vier President and General Manage 


Bellevue a place with 


the 
CoOnMNO- 


old-time 


THE BG 


By, Stralfe ad 


rf STREETS 
PHILADELPHIA 2, PA 


BROAD & WALNU 


be 


t Pit 
Please don 

end r. Bentz 

and 

goes 
determine how h ea h should 
1§ the more than $1,000 set aside 
i verage meeting 


nto sealed en 


an employe 


Special Registration 


pon arriving « I > hotel 
tioneers are speeded to the 
al registration desk. 


delph a Life personnel need not 


WwW th the oon 
at the company’s desk in the 
ant is handed a 

nvelope and a room key. His 


BUSINESS and 
Pleasure 


in TULSA 


means- 


lerk but 


\) > AIR-CONDITIONED COMFORT 

| > CENTRAL LOCATION 
CONVENIENT COFFEE SHOP 
NEW MODERN ADJOINING GAR 


THE 


MAYO 


TULSA’S F/WEST HOTEL 


Home of the Popular Terrace Room, 
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a belln in 
tes trom time 
room. 
meeting pro 
‘ man W li be 
iwakened :3 Moby 
phone opt ator, badge biographic: 
sketches 


B nyvo 


ittending, and 


spe al yg 


Signatures — Not Numbers 


blank 


spac es 


I ach delegate takes the 
Bingo card and has the 25 
filled in by 25 different people at 
tending the 
filled n with as gnature, 
by ndivid tals yusly 


the card‘ 


meeting. ach space 1s 
preferably 
inknown to 
wer, Qe i special meeting 
the first 
names of indivic s in attendance 
illed out . Ww ho 
‘ver fills his card out first wins. As 
-ach name is called out, the individual 


s plaved with 


nstead of numbers 


rises so all may enjoy this little in 
trodu tion to the entire group. The 


rame, titled “Get Acquainted Bingo,” 


in playin 


onven 
1 


oOo 


EET 


Everything to make 


ounding up 


salesmanship, business is limited and 


major emphasis is placed on tun. 
Every 
planned for in advance. If all dele 
the train 
hotel at once, cottee 
other light 
station until 
Where 


tagged with room 


convenience of attendees is 
gates cannot be moved trom 
station to the 
doughnuts, orange juice o1 
snack 


everyone gets transport 


s served at the 
ation. 
poss ble, bay ogage 1S 


numbers in advance so that it can be 
taken to the 


train station. 


room right from. the 


As soon as registration is com 
a list of all in attendance 
with their room numbers 
duced and distributed. This 
delegates to look up old t ends and 
directory for 


pleted, 
S repro 
allows 
serves as a telephone 


operators. 


Gift for Secretary 


Besides department heads of the 
individual Mr. Bentz al 
ways contacts in advance—and usu 
ally presents a gilt 
or sales manager's secretary. “She is 


hotel, one 
is the manager's 


often an invaluable aid in directing 
vou to the 1 ght person tor a particu 
lar service. She usually knows every 
thing worth knowing about the hotel 
ind can be an indispensable aide in 


getting things done.” 


io Eippnate | 
THA sas eet (3 BY Sad 
International Amphitheatre 
Home of the Chicago National 
Automobile Show — Chicago Inter- 
national Sports and Outdoor Exposi- 
tion—Sonja Henie Ice Revue—inter- 
national Live Stock Exposition — In- 
ternational Kennel Club Dog Show— 
The Chicago Home of the National 
Metal Exposition—Iinternational Heat- 
ing and Ventilating Exposition. 


| 


260,000 Sq. Ft. Exhibit Space 
Individual Halls 
4,000 to 55,000 Sq. Ft. 
. 
ARENA SEATS 12,000 
Air Conditioned 
Many Smaller Meeting Rooms 
° 
Free Parking for 4,000 Cars 
15 Minutes from Loop Hotels 


International Amphitheatre 
42nd & Halsted Chicago 9, Ill. 


Inexpensively — Cane a | 


your meeting a success! 


Metropolitan — without 


“big-city” 


congestion — 


Recreation — Industry — 


Frontier History — Mild 


Climate 


TULSA 
350 ROOMS } 


MAYO 
600 ROOMS 


Downtown 
HOTELS 


125 ROOMS 


HEUES 


The: OIL CAPITAL of the WORLD 


MUSIXOGEE 


sas i 


BLISS 
250 ROOMS 


CONVENTIONS DEP’T—TULSA CHAMBER OF COMMERCE 


SM OCTOBER 


616 SOUTH BOSTON—TULSA, OKLAHOMA 


There are dozens of events for home- 
makers in Portland, Ore., to attend 


because... 


Women's Shows Boost Newspaper Lineage 


The Oregonian puts on product displays that make news. 


Its flexible Hostess House quarters permit industry-level 


shows, cooking schools, radio shows and product exhibits. 


BY KAY BOLLAM 


Director, The Oregonian Hostess House 


Because a ne wspaper is a two di 
mensional medium, it need not be 
blind to the impact of three dimen 
It s through h Ss 
the physical presen 


display 
third dimension 
tation of news that The Oreqgontan 


sional 


through its women’s department, he 
Ore gontan Hostess House has p loted 
the way to a new type of newspape 
service both to reader and advertiser 
Hostess House an editor il unit 
rather than promotion o1 advertising 
department, is a news department. Its 
primary concern is to present news 
whether in its daily women’s section 
or on view in auditorium o1 reception 
room. It is staffed by graduate home 
journalisn 
Hostess House activities include the 


depart 


economists tramed it 


usual newspaper women’s 
ment services of news writing and 
question answering by phone, lette: 
interviews with = staft 


tashions hon e deco 


o! personal 
members (toods 
ration and entertainment editors). In 
addition to such services, it carries on 
a tull work 
Brietly displays fall into three cate 


cs big ndustry level shows: 


display 


program oft 


vO! 
pe 


week-by-week reception roon d splavs 


38 


for advertisers; and small non-com 
mercial displays of newsworthy de 
velopments in our area that vary from 
arts and crafts, new table settings or 
floor coverings to what the handi 
( apped are do ny. 

Physical layout of the department 


h a progran 


Was planned to make suc 


Re eption 
arefully planned and flexible display 


possible. room includes 
spaces in addition to editor and statt 
othces and opens directly into the ; 
ditori which seats up to 350, 
when not in use for 

shows r the three-times-a-week 
Hostess House Party radio show s 
used by women’s groups for meetings 
teas and special programs. ‘Thus any 
display in the department is assured 
a good, daily audience. 

The radio party held at 10 AM 
supplements the departn ent program 
Saskets ot 


given as prizes tor audience participa 


advertiser products are 


tion and products are often sampled 
by every visitor at the show. New 


} 


tood products are often served with 


coftee following the show and, while 


they eat, visitors can study displays 


in the reception room. ‘Thus the de 


partment isit i atl sees. and 
often has a chance to * product 
she reads about. 
Recept on room ad from 
anned products (soaps reals, etc.) 
to moderate-size furniture groups cor- 
related with decorator items. and even 
th related 


These usually are timed so that dis 


room-sized rugs w 


gv tems. 
plays, and any editorial material used 
in connection with them, come one 
week in advance of any advertising on 
the item or items. In other words, we 
present material as news and adve1 
tising says who has it. Once an item 
appears in advertising, it is no longes 
news. Our object s to tell the news 
\dvertisers 
have tound that best results are ob 


and stimulate interest. 


tained when they follow immediately 
on our presentation. It keeps both 
display areas and women’s section full 
igs so that our 


of news and free of plug 
Keeps nN 


following and readership 
creasing all the time. 
auditorium, there 
large shows 

sented 
them, we atten pt to brin 
to date on the specific field. 
ple of this was our 
where we presented 
chiefly with suppliers 
terials and manufact 

The undertaking 
gigantic at the start 
industry's size, but we 
aged to present, in simulated room 
set-ups, the developments most re 
cent that we felt were interest 
to women in the home. Much could 
be done to combat the feeling that all 
plastics were cheap and per shable, 


SM/OCTOBER |}, 1953 


and so we inc very high priced 
as well as medium and low priced 
tems. Few of the latter were in 
luded and those chiefly on the basis 
f good desi 


good | 


sign unction, 
Included inished wall 
papers in 1 lesigns; Masland’s 
new ; are ( flown nut 
from the factory tor is); a large 
exhibit showing application of plasti 
oated metallic threads in ipholstery, 
rugs and table l nens sent bi \Metlon 
Corp., New York City; U.S. Rub 
Naugahide and ipholstery 
from all major companies. 

were mounted on a huge se 
Congoweld SO that both back 


ront ould be examined. 


ene distriuted at the show LONG VIEW WINDOW gives full view of reception room and displays 
‘ms, the advantages or each, 
plastic from which it was 
* and instructions on how to care 
item. About 100 companies 
part cipated n the show. 

Bolta Products Sales Corp. asked 
is to attempt this show for the plas 
tics industry as a result of the 
Woods -for Western Homes” show 
presented previously, in which majo: 
new developments in the important 


plywood industry were 


Building Industry Slump 


\t the time plans were formulated 
for the WFWH show, the building 
ie to certain restrictions on 

was in something of a 

The slow-up was primarily 

n the building of new homes. It 
seemed that much could be done in 
remodelling old homes and that our 
plywoods deally suited the job. We 
felt that both the homemaker and 
her husband probably didn’t know 
! ill range ind beauty ot plywood 
nishes illy in the new ones 
just on the market. If homemakers 
saw them properly rrelated with 


acces 


to vis ial 


OW well 
new 
} omes ply Wood 


The show was 


we , ' > 
\ y ; ; . ' CAKE DECORATING DEMONSTRATORS attract large crowds to cookinc 
) ad i 


those who ) d do onl 


minor make-over jobs and those who 


O ld only mproy rage aces OF four b ( rht toot panels were used it New Plyron 


bu ld small pieces of furni ire. It all both ha dwood and sottwood su ‘ tol 4 omplete kit 
fitted into the news formula. Fifty and in new olor eftects and ; Phermido: 


cooking units had stain 
panels, sandwich-board fashion, were ‘ accessory n u le 


ss steel working surfaces, This wa 


shown to achieve as nearly as possible roon schet a 10-toot unit placed r one wal 


l] sion of a room wall. Standard . - ist off stage. On s ve , ior ip 
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s-~ 


Enjoy this superlative 


resort al a 


Low Group RATE 


There is no finer place to hold a 
roup meeting—this magnificent re 
ort hotel with every facility and a 
resourceful staff. Superb food and 
e. Golf on championship 
play ible two thirds of the 
time during winter Swimming tn 
indoor pool 
Now you can enjoy all its advan 
tages during the winter at an all 
inclusive group rate which covers 
room, meals, golf, swimming, Old 
White Club, meeting rooms, gratui 
ties to dining re mh pe rsonnel, maids 


bellmen on ariival and departure 
. 


qitective Nov. 23, 1953 to Mar. 14, 1954 


s ao a per 7 t <p per 
person, e person, 
per day, double + per day, single 


Th Cprantver 


‘ umliner from prin 
ind midwestern cite 
White Sulphur Sprin 110 
White Sulphur Springs 166 
Or inquire of Greenbrier Offices in: 
N York, 5SS Fitth Aver 5500 
7 Wo Washin 7 


las Fir Plywood Association's prize 
winning “Mr. & Mrs. Wardrobe” 
inits. In addition, small pieces of 
Handy Panel plies, which are ply- 
wood sheets cut in small, easy-to-han 
dle sizes and sold with patterns for 
pier es of furniture, were shown. 

Iwo weeks before the show opened, 
Western Cooperage came in with its 
new Hemlock-faced, warp-resistant 
ply never before shown and 
provided us with a handsome bed 
room storage unit, including a hidden 
unit which could serve as desk or 
vanity, and also sliding doors of the 
Hemlock ply. ‘To tell the story of 
the finished rooms, approximately 50 
photographs of the best work of 
Northwest architects were displayed, 
n which wood finishes had been used 
in interiors. 

While the show was being put to 
Martin Seymour 
stains (dye type) for woods came into 


gether, the new 


our area and were introduced for the 
first time. Ply chips in both hard and 
soft surfaces were stained and at 
ranged checkerboard fashion to show 
the big color range possible. 

Entire show operation is flexible to 
allow up to the last minute for in 
items. Shows 
such as this draw up to 15,000 in the 
four or five days that we run them. 
We have found one week satisfactor) 


cluding newsworthy 


showing time, even on the very larg 
est of shows. 


Food Programs 


Cooking schools and programs that 
have to do w th foods are carefully 
timed for maximum interest and usu 
ally feature a subject rather than 


cooking in general. Our 


rreezing 
schools are an exan ple. ach of oun 
major distributors sends one home 
freezer unit for the display and it is 
planned to show the full price range 
and types available. The best author 
ity on home freezing in the area, Miss 
Phoebe Gillam does the school fo 
us two days and it is always 
packed, Sixteen units, ranging in the 
medium priced bracket, were sold as 
a result of the first home freez ny 
school. Each year, distributors and 
retailers report back on similar results 

In addition to exhibits, which have 
a definite advertiser tie-in, we keep 
our tront window arranged with 
newsworthy items that vary fron 
imports to what to collect for dried 
flower arrangements and how to ai 
range it. New 
hina and crystal, are likely to appeat 
there in single place settings, some 


flatweat patterns 


times based on holiday themes. New 


types of Christmas decorations appeat 


and these may be commercial or items 
for which we have developed patterns. 

Our reception room is so planned 
that from four to six and sometimes 
more displays of products made or 
sold by our advertisers may be ex 
hibited. We have two standard-sized 
show cases and, in addition, use wall 
space which, like all our department, 
has no set fixtures. One large, birch- 
surfaced wall has a regular pattern 
of holes into which dowels can be put 
for shelf support, allowing any ar 
rangement we wish since shelves 
themselves vary in width and length. 
This gives a completely flexible dis 
play area adapted to large items or 
groups of small items. Other walls 
can be used as one big surface or a 
cork bulletin board can be hung from 
wall top. Walls were kept seven feet 
high instead of ceiling height in order 
to make such displays possible and to 
reate the illusion of space in small 


quarters, 


Radio Party 


An extra push is given advertisers 
n the form of Hostess House Party. 
Built around Hostess House, the 
Party is aired weekday mornings ovet 
KGW, Portland. It’s a combination 
of music and audience participation. 
(juests receive gifts rig off The 
Oregontan’s advertis ng pages, 

As a rule, I initiate ideas, but the 
beginning of the idea may come from 
ny source: shops advertisers, what 
Wall Street Journal that 
ndicates a coming trend or what any 


is re ad 


one on The Oregonian payroll—from 
office boy to publisher—may think is 
a good suggestion. A rough outline 
of type ot show, what it 

clude, its cost and the me 

installation and possible advertising 
sn ade. The 8) itline goes to 
heads of advertising, promotion and 


j 1) j 


editorial departments and is discussed 


tie-ups, 


If approved, it goes to managing 
editor and then to general manager 
ind he may in turn discuss it with 
business manager t major expenses 
are involved. After the plan is okay'd 
the show is entirely in my hands and 
the editor involved (fashions, home 
decoration, etc.) in whose subject 
range it Is. What we do nvolves the 
complete cooperation of Oregonian 
personnel and inter-department work 
ing together has worked very well. 

And there you have our story. 
Hostess House women’s section in the 
paper, Hostess House Dept. and 
Hostess House Party. If advertising 
lineage is any indication, our three 
way program is paying its way 
handsomely. 
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Farm Theme Conditions 
Salesmen to Cooperate 


Dravo Corp. pegs meeting to agricultural terms to ‘sow the 
seeds'' of cooperation between many sales divisions. Green 


thumb gloves remind salesmen of company aims and plans. 


cussion of 
s more than speci 
r own Seconda 
Machinery Division 
iivantage of thei 


VO operates 
th its own 
° 

Saen: ee Colorful Subject 
ompany 
f the s The general sales meeting in Pitts 

rT Was scheduled tol \Ionday 
itternoon and evening. Speakers 


porate ad 


to ind ag cult we a colortul subse t 
for comparison with the points made 
ping is not expected to try t n their remarks. A talk on “Greate 
«ck when he sees that | rs Yields Through Research” con pared 


eNXpansion program 1 vy ( ! t p 


omotion of company products with 
but Dravo wants him to be “Conditioning the Soil.” while ‘Mai 
mize the opportunit tor the keting the Crops” pointed out how 
ting salesmen should sell the company 

iCTOSS the board. Seeds of Success 

es, the cor ful Selling” gave psychological factors 

mportant at of salesmansh 

ooperation be Betore the general sales meeting 
rive each man Machinery Division held a meeting in 
outside his the city on Monday morning to go 
ovel le programs Heating Dept 

\la hrinne \ Division ( | 

] ] ' 


largest 


Ip. 


TN sing the 


WHICH WAY 
ARE YOU 
GOING TO DO IT? 


Sales Meetings can be hard 
work or they can be easy. They 
can take hours of preparation, 
or be wrapped up easily. They 
can be just talk, or interesting 
and result-producing. 


Which way are you going to 
do it? 


Why not do it the easy way? 


The way that relieves you of 
many hours of preparation. The 
modern way that is being used 
by many major companies. 


Hold your next sales meeting 
the AGGRESSIVE SELLING way 
. . . An outstanding sound slide 
program covering: 


@ “CREATIVE SELLING” 
@ “THE ATTITUDE THAT 
GETS BUSINESS’’ 
“WHAT DO YOU 

SELL?” 
“BY-PASSING SALES 
RESISTANCE” 

“ARE PROSPECTS 
DIFFERENT?” 

“PRIDE IN PRICE’ 
“CLOSE ISN’T 
CLOSED”’ 

“HUMAN RELATIONS 
IN SELLING” 


You may obtain a preview 
without obligation. 


Write Dept. F for details. 


WESTEN - WILCOX 
6108 Santa Monica Blvd. 
Los Angeles 38, Calif. 


Purpose 


Kirestone’s 1953 deale 

planned with just one purpose 
nimind: to convince every dealer that 
Firestone’s “Con plete Business Fran 
hise”’ is the yreatest sales and profit 
maker in the industry, provided the 
lealer will organize his time and let 
t work tor him. 

This sounds like a pretty big order 
and it was, because our whole meet 
ing was not designed around some 
new tricky ideas. It had to be planned 
around fundamental business tech 
niques that every dealer in the room 
had heard discussed ‘betore. 

You may wonder, why rehash an 
ld subject? It was our sincere feel 
ing that our dealer organization 
would be faced with hard selling 
Q= 


davs during | 3, and it was the op 


portune time to prepare it for real 
competitive selling through a review 
what it could do with the 
put to work. 
We discussed many wavs in out 


planning sessions on how to tell this 


stone tranchise it 


storv: Should we write a show and 
} 


ise professional ictors isc closed 
ut TV, or let our field selling 

organization handle it) in prepared 
} } j ' ? 


speeches, charts and 


; ? 
TRAINED MEETING CREWS ware sen ) >» insure same nterpretation of script What Medium? 


resent our stor 


We deci 
nm two movie one on tire selling 
ll 


1 
thre other on h \ to organize to Sse 


More hon oy ind wifo § ipphies. Then 


sto home, we planned 


“Not Enough Time’ ve field selling organization 


review points in the movies after 
showings. 
We knew the decgsion to use movies 


Titles for Firestone films prophetic of herculean task to eated terrific | 


meeting plans were finalized 


yrobien ‘ be ause Ou}’r 


pust 


produce them two months from day ideas were formulated. —aiter New Year's and our preview 
. to management had to be March | 
Conclaves termed best ever. Films were program base. - were to get our show on the 
April 1—absolute deadline. But 

had done difhcult things before 


Krom basic ideas to final print in 


less than two months is a herculean 

BY C. B. RYAN task when just one production is in 

Advertising and Sales Promotion Manager volved. “Two feature-length 
Firestone Tire & Rubber Co. each highly technical 
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HAWAII 


mmr UTED AMR LINES 
em IN TIRLINE THROUGH SERVICE 


OMWER AIR LINES 


PLAN YOUR CONVENTION WITH THIS MAP! 


. It’s United Air Lines’ 


“Route of the Mainliners” 

. your guide to fast, dependable travel, convenient 
schedules, bigger than ever attendance records, more 
productive sales meetings! 

Over these routes, United Air Lines’ Mainliners fly 
daily schedules north, south, east and west, getting 
you and your men to and from convention sites 
quickly, comfortably and usually for less than the 
cost of First-Class Rail travel with lower berth. 

With United Air Lines, you enjoy delicious meals, 
full stopover privileges enroute. You can take your 
wife along for half-fare under the popular United 


Family plan, enjoy a choice of 1st Class or Air Tourist 


accommodations and many other savings in time and 
money. 

Let United Air Lines help plan your next meeting! 
Information about schedules, costs, optional routings 
and stopovers is yours for the asking. Promotional 
literature to help stimulate interest and attendance 
is also available, without extra charges, through your 


nearest United Office or by writing 


Convention Bureau — United Air Lines 


5959 South Cicero Avenue, Chicago 38, Illinois 


THE NATION’S NUMBER ONE COAST-TO-COAST AIRLINE UNITED 
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ito CJwen 
4 York 
hallenge, 
ana 

nti 

' tment 
lepartmen 


stor 


role 
ind + hop equipinen 
On pe sonnel 
dratt \VIovietone Studi 
{ 


! rht When vou 


Shooting Begun 


am 


While ime rew and 
rew were rted to Saratosa, the 
ist was being selected in New York, 
d the first shots were underway 
vithin three days inder the direction 
of Owen Murphy himself. At the 
beginning ot the following week an 
crew, under the direction ot 
Purnes Owen Murphy 
ictions, began shooting at Fox 


the Saratosa shots were 
exteriors, so weather was a_tactor. 
Luck held ind with the exception 
t one atternoon shower, everything 
went along on schedule. Many shots 
involved actual operations around the 
gas islands, which required careful 
preparation, 

Back in New York, Owen Murphy 
Production Department had — as- 
sembled a battery otf editors who 
worked around the clock. As each 


day's rushes were received, scenes 


And your convention or trade 
show can be the biggest yet at were edited and inserted into then 
the home of the world's largest approximate place. A fully 
State Fair! work print ot the franchise film 

, oe : ; reviewed the th rd week in Ke ! 
Air conditioned Auditorium seats and, due to close cooperation of 1 
4,301; six large modern exhibits bers of our advertising staff and 

° ° ° ° ilm « rectors, ONLV one 1 or ret 
buildings await your displays; him director “ “ pence 

° Was necessda’ry, he edited WOrTK Pp it 

parking area to accommodate * < ran llin “ Saad aa 
12,000 automobiles. the tollowing week. Final answe: 


prints tor both films were in Akron 
{ 


Just ten minutes from downtown sll seideahaiieiiahdaaiiniaill “emacs 
fabulous Dallas! Serviced by ‘ Ty pee yeep eae 
nine major railroads, seven air- astically acclaimed by managemet 
lines, scores of bus lines and a ind our entire Sales Department. 
dozen major highways! 


Make Sales History Films’ Content 


with Your next Show at 
These two movies both told the 
story of the right wav and wrong 


Way fo sell | irestone prod icts 


7 

id to be vyenuine down to earth na 

State Fair of Texas Seana 
novies not only sales techniques, but 

product intormation, hints on hiring 

nd training employes, how to handle 
JAMES H. STEWART idvertising, how to eliminate profit 
+} 


ig 
Executive Vice President and General Manager eaks through properly receiving and 


Dall is 10 lex is | indl ng mer handise how to oOo 
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nds ot ou Fi estone deaters 
it the Firestone Con plete 

inchise In talking with ° : 
pee ; ateaiaaealiie din Films Still In Use 
biects t iriou | s in these two 

photo 1) . det ; 1} ll \ Wea e st ll ising these two mo 


Ones, 


ics 
with dealers and their employes am 


will continu throughout the vea to 


dealers Alle 


Five reasons why... 
bo" 


idditional 
plan which made r meetings more 
ettective. In the 


meeting uftiime Ipt id chart 


> sent 


field 
: aT” 
booklet — nan Dar 2 


ndividual . 


own 
C onse 


Old-fashioned hospitality 
Star entertainment 


You should stay HOTEL STATLER 


NEW YORK + BOSTON + BUFFALO + DETROIT 
CLEVELAND + ST.LOUIS + WASHINGTON + LOS ANGELES 
* 

ANOTHER GREAT NEW STATLER — HARTFORD 


ON THE GULF COAST... 


CONVENTION FACILITIES 


for your next 


SALES MEETING 


A ce nditioned re 


luxurious air 
sort hotel specializing in conven 
tions finest 
banquet room in the south seat 
ng i500 experienced con 
vention sta trained to handle 
a ‘package 


meet ng and 


convention for you 
loc ated between 
New Orleans and Mobile. Write 


us for more detailed information 


Conveniently 
Jimmie Love, Gen. Mgr 
THE 
Sun Vier 
BILOXI, MISSISSIPPI 


OVERLOOKING THE GULF OF MEXICO 


MODERN 
COMPLETE ATMOSPHERE 
CONVENTION AIR.- 
FACILITIES 
COMFORT 


AIR-CONDITIONED 
MEETING ROOMS 
| SEAT. CAPAC. TY 
25 TO 650 


NIGHTLY 
‘EXOTIC 
BALINESE ROOM 
*MAGNOLIA ROOF 


(ONE BLOCK FROM MUNICIPAL AUDITORIUM) 
400 ROOMS 400 BATHS 


SCOTT J. STEWART, — 
MANAGING. DIRECTO 


er es 


a rls 


CONDITIONED, 


DINING & DANCING | 


Badge Holder: An immediate con 
pany identification tor booth person 
nel can be had with a new 
holder. Designed as background tor 
standard trade show badge, it is pro 


duced in a variety ot 


plastic. 


VIN d colors on 
The holder is imprinted with con 


pany name, slogan or sales message. 

ut tor the pin ot the stand 
ge and additional 
clip. It can be re-used tor 


‘4 hedule. 


Eliminating the need tor separate 


needs no 
ver\ show on youl 


dentity 


hibit personnel the holder is visible 


badges or arm bands to 


it at sales 


a distance and can be used 

Ineetings and othe) events, Prod iced 

by Sale Blazers, Philadelphia, badge 
) 


holders are priced between 1> and 20 


| 
ents each, depend ng on quantities. 


Repeater Tape Recorder: Called 
world’s tiniest tape recorder by 
lanutacture Mich van Electron 
nN avo \lessage Repeater 

delivers a message 
in being walks by the 
le’ same message 


without 


Thro 


badge 


ontinuous s] de 
POss ble to erase tl 

nd to repla e it witha 

nply turning a knob and tall 

new message into the mm 
old on essage Is) automat 

| 


isCd as the new message is recorde 


Approximately the size 
a, the 


”. It works with electronic 
‘ss, anual or automatic switches oI 


ecorder is 6! 


time-clocks. The unit uses a cartridge 
tape that holds a two-minute message. 
‘The two-minute interval can be brok 
en down into any number of short 
messages. “The unit is ready for opel 
ation by simply plugging it into an 
electrical outlet. It is 


priced 
$169.50, including a tape rl 


cartridge 


ind Tn)i¢ rophone. 


Chocolate Bar Giveaway: To keep 
visitors to trade show booth 
from getting hungry and, at the same 
time, 


youl 
keep your name in front of 
have walked away 
exhibit, Cook Chocolate 
Co. has copyrighted the Advertising 
Chocolate Bar. 


them after they 


from vour 


Entire face wrapper is available for 


your message. y oul trade mark, em 
a reproduction of your plant 
can be imp. 


black ink. 


blem o1 


nted on the wrapper in 


Centrifugal 


i How ot 


Pump: Kor d splays 

liqu d Ss regu ed, 
unp Division, Detroit 

vestel ‘o., has made available 


idget centrifugal pump. 
It will handle liquids where capac 
ey 


requirements range up fo six gal 


lons per minute from free flow to six 


teet of head. Pump is designed tor 


ontinuous or intermittent operation. 

rect-connected to motor and 
re nunimum maintenance, and 
es ippl ed in a variety of metals 


brass, stainless steel 
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CHICAGO'S FINEST MEETING ROOM 


In our recent remodeling 
program, a new function 
room floor was completed, 
The Terrace Casino is Chicago’s finest! terraced, ac ommodating parties of 
> 50 to 1400. These rooms, 

gives alla es view of the stage. Private, with ae 
. j | pow designed by the creators 
wane reet entrance, adjoining bar and checking of the country’s finest ho 
facilities, easily accommodates 1000 persons. By tel interiors, actualize the 
day, your main convention room — By night, your ultimate in modern fur 
banquet hall. Air-Conditioned. Write today for nishings, striking color, 
the Terrace Casino Brochure. luxurious fabrics, subtle 


TELETYPE CG 1685 a” full air-con- 
WILLARD M. RUTZEN, General Manager ' 


Morrison Hotel 


MADISON at CLARK e CHICAGO 


AFF, 
‘ATED NATIO 
NAL 
4 


OTE s 


B 


Ols tic 
’ OF 
. COLum 

d Bia 


INDIANA 


(OUISiAN, 


NEBRASKA 
NEw MEXICO 


$0; 
o JTH CAROLINA 


TEXAS 


with radio 
Room 
obile 
f che 
site 
and bi ’ sia VIRGINIA 


r, 


TS Ajjitiated National Hotels 
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Fair-goers like to try the saws... even Indiana's ex-Governor Schricker 


Homelite Takes a Fancy to Fairs 


It can't show its chain saw in every prospect's back yard, 
so it does the next best thing: It creates a big "back yard" 
at fairs across the country and puts a saw into each pros- 


pect's hands. Results are felt for months after fairs. 


BY PHILLIP J. HALPERIN 
Assistant Advertising Manager, Homelite Corp. 


ibou ft al ntormal ‘ 


i path to your ¢ 1 ) ! n the back 


( ible to bette 


ivtual certainty . “ I invly non 


seles tive 


won tf se'¢ a 
re building the world’s 


how 


that we could get 
potential Cus . Von a county, state and regional 


home org nals l t Dias ‘ i } the knowle Loe that 
, 


tony 

take i lot me ana it Osts t iting on ite equipment 
ily when t 

t the hain s host \ \ t literal reach 

hain 


a 


Of money \¢ and 


nn the iral areas ot 


nats whe 


doesn't 

automatically. “ve had to con 
stantly work at .. hard! There's 
lots of plann ng and preparation long 
round. Ad 


advertising 


()t course 


betore the season olls 
vance iblicity and 
through our local dealers vets the 
word around that Homelite saws will 
be d splaved at such-and-such a tai 
between this date and that, at booth 
epresentative orig nal 

this vea This, 
catching exhibits located in those 


so-and » (oee 


plus neat, 
ground where 


tions of the tal 


equipment and other makes ot 

are shown have proved to be 
\ ( ely popular no attracting 
owds. 


We rely } 


Tis and on 


names of 


hed between 


to le nad a va 


ee-color banne tret 
two high, uy 
irmival flay 


nt we of oul exh bit: 


he ns 


yrigl | 
or to the most important 
demonstrat 
Demonst the se ct 


h had ¢ r success {t fairs. Wi finn 


hain saw 


ations are 


by putting the 
hands ot it prospect, he 


Leas h miself that he c 
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can 
he te 


done { Or b THe hain SAW 


Hon el t¢ 


it this type ct is really “hot 
Vhe 
+ oy th 


prospect o lemonstration usuall 


salesn .y ] iCCOMpPanies the 
hills out a +x 5 card listing the man’s 
name and address and any othe pe 
that he teels would 
the sale nN the 


Ves the 


Show Versatility 


ans va ENTERTAINMENT WAS USED to draw 
he salesn i! crowds to the fairs Johnny Andrews and 
o show how Betti Pearson (top) display their telents te 
{ 


versatile | i »-h ind ) onlookers, nany of whom mav be prospects 


come to the Fair! 


Homel . i] & makes for the purchase of a Homelite chain saw 


S as und | iv”, D 1 o Prospects are given terature 
benefits of a Homelite saw and 


cards are turned over to dealers 


HOMELITE GETS FREE PUBLICITY when a 


demonstration of ‘things to see at the fair 


a SEE THE NEW 
$ put on ioc televisic nm programs hile 
» meh Selhataailly the os seme o Ob te = HOMELITE 


with an ordinery saw (above the ‘weaker MODEL 5-30 
ex demonstrates how eas ly ‘ft can be done } CHAIN SAW 


Only 30 Ibs 55 Brote HP 


INDIANA STATE FAIR 


NEWSPAPER ADVERTISING [+ ght) b . Indianapolis, Ind Sept 3-11 
P lot 2722 Mechanical Exhibit 


with a Homelite chain saw. Demonstrations 
a‘ advance p iblicity and on the 


grour ds are the wr aior toc r, get prospe 


and during the fair invites people te 


ne a ee se eee HOMELITE CORPORATION 


Homelite doesn't just buy exhibit space and et cnesven. ny 


for crowds. It prominently advertises 


fair participation and finds it pays 
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For from the demonstration area and I for many months following such 
raked evenly over the entire exhibit events. People who did not even 


space. ‘This well-kept area, because evince any special interest at the time 
of its uncluttered appearance of the demonstration crop up later, 
s ideally suited for the positioning of at unexpected times, waiting to buy a 


SUCCESSFUL a cutaway model of the Homelite aw. Consequently, we have found 


engine. With a salesman nearby to that the chief result of such exhibits 
MEETINGS explain the many features inherent in » number of sales netted at 
t, all questions about the saw’s con the ti rather the building up 
its struction and operation are easily and of acceptance of our product in the 
convincingly answered. minds of the public. This consume: 
* % b Although much emphasis is placed acceptance for Homelite has been 
hn hh ount wn on letting the prospect use the saw growing at a steady, consistent rate 
q P himself and see its many advantages extremely profitable for us 
not many sales are made ‘on the clusive evidence of the fair’s “pul 
IN THE PICTURESQUE spot.” However, concrete results are ing’ and selling power. 
POCONO MOUNTAINS ux u% 
* e 


ypN RIVALED 


gh Points: 


The 
@ All rooms with private bath and ‘phone 1 
Accommodations for 150 people \| OUNT \\ SHIN (iT 0) \ 
Large variety of modern meeting rooms }] Ab 
Unexcelled Pennsylvania Dutch Food 
16mm sound movie projector and screen 
Public address system 


Panels and blackboards 
Raised speakers platform with rostrum 


2” x 2” and 35mm kodachrome 
slide projectors 
Easily accessible by car, 
bus, rail or air... Bretton 
only 100 miles from New York City Woods 

° 
RECREATIONAL FACILITIES onaae O 
golf, 9 & 18 hole courses 
deck tennis 
swimming pool 
badminton 
shuffleboard 
horseback riding 


Oscar T Johnson ¢ Managing Director 
lieservation Office e Phone Bretton Woods 1000 


archery 


hits PLANNING A POW WOW? 


croquet 


table tennis All chiefs—no Indians—at The Skyline Inn. Every guest is Heap Big 

horseshoes Chief to our experienced staff. You'll find friendly, old-fashioned gracious 

ness a part of your meeting at SKYLINE .. . and you'll find the modern 

efficient meeting needs, too: movie projector, P.A. system, pitch and putt 

, golf course, outside sports facilities, AND, only heated swimming pool in 
putting green the Poconos. You'll like the rates, too ... American plan. 

outdoor barbecues 


/\ mountain hiking 
Vv indoor games 


For full information and brochure, write: Interested??? 


Chas. D, Geissinger, Managing-Owner Write-Wire-Whistle 


N.Y. OFFICE 


* ; 

hiqh «be es 
% SCRANTON 

pout PHILADELPHIA 


27 MES : i 5} NEW York city CHICAGO OFFICE 
. v) go mMNLES 
* ) / 
Lihih . = » PHILADELPHIA ‘fg Telephone 


Telephone 
T 
STRGUOSBURG CEntral 6-6846 
PEnnypacker 5-0608 


Mount THE SKYLINE INN * MOUNT POCONO, PENNA. 
Pocono 50, 


Pennsylvania 


J. Frank Birdsall Jr., Innkeeper 


TSS SOOO OSOSOSOSOOSOSOSSOCC CCC CCC CCC CCC 
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, you are looking for an exotic background, luxury 

facilities and an environment distinctly different .. . 

one that will insure the immediate success of the occasion . . . whether 
it is for a particular group, a meeting or a convention . . . then select 
the British Colonial, here in Nassau, loveliest island in the Bahamas. 
The New World's most fascinating “Old World” town, colorful streets, 


flower-decked houses, ancient forts and native markets that will add to 4° ro REACH: B 


4 A 4 BOA 


the enchantment of the business holiday for your entire group. ko rk to Nassau, OK by me 
iar t ‘ar merican rl 
Airways 


RECREATIONAL FACILITIES LIQUOR FACILITIES: Complete 
Go_r-—Guest privileges at Bahamas 
Country Club, 18 hole course. SwIM- 
MING—large outdoor pool on grounds 


by 
weekly 
CONVENTION SEASON: Groups can 

be handled to January 15 and after 


March 15 to September Ist 
and surf bathing from private beach on 


hotel grounds. RIDING, DEEP SEA FISH CAPACITY: Sleeping accommodations 
ING, WATER SKIING (instructor), SAIL for 400 

BOATING. DANCING (nightly) 

UNITED STATES REPRESENTATIVES 

ROBERT F. WARNER, INC 

NEW YORK—588 Fifth Ave —JUdson 6.5500 

BOSTON —73 Tremont St —LAfayette 3.4497 

2 able for private meetings, luncheons CHICAGO—77 W. Washington St —RAndolph 6-0625 
ve and dinners, taking care of up to 400 WASHINGTON—Investment Building— Republic 7-2642 


&) British Colonial Hotel 


Reginald G. Nefzger, General Manager NASSAU, BAHAMAS 


MEETING & BANQUET ROOMS 


Several rooms of varying sizes avail 


\ Sk Se ON 


Host 
i? 


’ ’ ’ 
AFFILIATED 
vy r , v 
sailial NATIONAL 
r I ‘ ‘ 
WHS HOTELS 


ALABAMA » wot N e 


von en ie 3 E Downs Z Ocitien we G site 


Lonat 
prerrsateo ne" 


wa 


INDIANA 


. : and the District of Columbia 
sia COMFORTABLE GUEST ROOMS — 
SUPERB CONVENTION FACILITIES — 

fr EXCELLENT FOOD — TELEVISION* AND 
wew MEXICO K: es ie ee RADIOS — COURTEOUS SERVICE 

out# CAROLINA Nort MOM . * 

eager Carry a Universal Credit Card — it’s 

Convenient and Safe write the 

NATIONAL HOTEL COMPANY 
P.O. Box 59, Galveston, Texas 


NEBRASKA 


* In Telecast 


Areas 
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BUSINESS ° 


CAN BE SUCH A 


PLEASURE 


amid the beautifui sur- 
roundings and comprehen- 
sive facilities of the 


Hlsams 


A selt-contained resort 
affording the important 
advantages of privacy 
and absence of out- 
side distractions 
during ‘‘work”’ 

hours 


@ A versatile array of rooms for all 
types and sizes of meetings, lectures, 
classes, demonstrations, shows, etc 
@ Full Amplification throughout; 16mm 
and 32mm. Sound Picture Equipment 
Stages and Props 

@ Extensive workshops and experi 
enced crews to assemble and place 
demonstration or exhibit material 

@ Expert advice and assistance in 
planning and carrying through all de 
tails of conventions, exhibits displays, 
et 

@ Luxurious accommodations, superb 
food, every sports and entertainment 
facility 

@ Gratifyingly moderate rates 

WE CAN ACCOMMODATE 


GROUPS UP TO 600 DURING 
MONTHS OF 


JUNE and SEPTEMBER 


A few availabilities for groups 
up to 75 persons during July 
and August 


THE 
SWITZERLAND 
OF AMERICA 
IN THE WHITE MOUNTAINS 
DIXVILLE NOTCH, NEW HAMPSHIRE 


Ownership-Management 


ALVAN E. KALLMAN 
Write or call our office 


745 FIFTH AVE., NEW YORK 19 
Plaza 3-0510 


FLYING REGIONAL MEETINGS provided a change of pace in regular program of 


circulation sales meetings. Smaller groups personalized Fall sales and promot'on plans 


Airplane a “Star” Performer 


Minneapolis Star and Tribune plan shuttled 14-man meet- 


ing crew between five sites and gave attendees’ wives a 


short ride while hubbies were interested in new business. 


‘ | | ney sales micet re used 
Minneapolis Star and Tribune to 
thine tall ilation and editorial 

some S00 rculation repre 


rw es throughout 


tre headed by 
M. | lation directo 
ind other culation, editorial and 
promotion executives ised the Star 
and Trihun urplane to shuttle be 
( regional meetings in Nin 

wth and South Dakota. 
dramatized and ey 
spe al stories and tea 
pappear in the news 
ny the Kall. New CCONOTNI 
\lidwest 


motion plans also were 


‘nts in the { ppel 


“Altho 


to be kept to po table si7e¢ the 


nigh props and visual m 


ting Was staged with a venerou 
mount of showmanship. Lhe pro 


recordings, an original 
ring newspaper pe rsonalities 
n 3-1). four singing secretaries, a 


market report off a stock tick 
a beauty queen who demonstrated 


er, and 


why every woman needs a daily news 
pape 

‘| hen e ot the SESSIONS Was a speci il 
meeting to formulate a new business 

a business that would go atter new 
yusiness in the | ppel \lidwest area. 
| tle ot the b IsSIness Was revealed as 
C lation Inc. 


sl ade i sh il¢ holder and sold one 


each meeting guest 
ire of stock to S|. 
Approximately LOO: 


resentatives and their wives attended 


ulation rep 
each ot the meetings, which were held 
n Brainerd, Minn.; Fargo, N.D.; 
Moorhead, Minn.; Sioux Falls, S.D.; 
Winona, Minn.; and Minneapolis. 

In each area Cire lation represen 

itives heard plans tor the tormation 

of Cyculation Inc. in a two-hout 
show, then were entertained at lunch 
eon or dinner. Following the meal, 
the men met in small clinic sessions 
by circulation divisions. 

An added feature ot the meet ngs 
for the wives was their opportunity 
to join the “Circulation Flyers Club” 
by taking a 15-minute flight in the 
Star and Tribune plane, a DC-3 air 


i 
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on which to base tutu participation 
Rath than research the first show 
and tel] exh bitors abou ft some ol all 
ot the results, Clapp & Poliak made 
exhibitors directors ot the research 


In eftect, 


uftside rg 
Fosdick Associ New 
retained to develop the 
chenee eaction SuUTV 


Start the goal Was 


that would be ot genull 
exh biton No questions 

‘d that might eml 
manavement although 
nent made adequate t 
to thre complete stud 
wement sat back and 
orgamzation and a cor 


hibitors plan and 


! 
\tte preparation of a basi 
plan and sample questionnaire 
sentatives of five exhibiting 
Were TN meet as an advi 
panel to discuss scope and obj 
ot the 
mportance attached 
study that busy kev ex 
INTEREST WAS HIGH and survey revealed who was interested in what. jumped at the opportunity 
ticipate mn the advisory panel, 
Fosdick organization extended in 
Vitations and arranged Oram discus 
S$ t bd sions with exhibitors while Clapp & 
urvey oO Gd First Show Poliak staved in the background 
hibitor representatives nelud 
- e Allen k. Clark, advert ny manayel 
A Darin Pro ect Bakelite Co. ; eorve W. Cirithn | 
Gg J director ot public relations, Sylvania 
Mlectric Products, Inc.; Charles Ol 
VOC) Corning (jlass Works Ini ’ 
, 7 ; ; Q. J. Seeds, Cerro de Pasco Corp. ; 
Clapp & Poliak, Inc. burned its bridges when it tossed show — and Robert Towne, W. L. Towne 
° “Le el Advertising Additional exhibitor rep 
research project to exhibitors. Exhibitor panel developed —jesentatives. unable to attend. panel 


| 
ncoheon sessions, were sulted pe 


; as , li 
questions for visitors to determine true value of audience. 


or by telephone 
In addition to exhibitor panel 
vaAZzING publ shers who erve the 
a ! ‘Tla field ere con lred Phe 
BY JOHN T. FOSDICK ~- Research Editor parietal Rats ape Non 


ind othe 1 ( at 


il tern nolog thre field 


Who 


plans were W 
ould idd 
yect wa Ory 
Working 
torth 


Tt gq 
Suaineas th 


Busy executives are learning the 
value of keeping permanent records 
on Soundcraft Magnetic Recording 
Tape. Important conferences, sales 
training talks, speeches by absentee 
officials — these and many more 
can be recorded with ease, played 
back any time, any place. 


Tape recording is an integral part 
of modern business. Soundcraft 
Magnetic Recording Tape assures 
you of the utmost in durability 
and fidelity 


Convenient Way to 
File, Store Reels 


SOUNDCRAFT 
TAPE-CHEST 


SOUNDCRAFT 
> 3 TAPE CHEST 
—— = a 


Save time, save space — with the 
Soundcraft Tape-Chest. Compact 
five-drawer unit lets you pick the 
reel you want at a glance. Keeps 
reels in one place, safely, neatly 
The Tape-Chest is yours at no extra 
cost with the purchase of five reels 
of Soundcraft Tape. 


For information on 
Soundcraft Magnetic Recording Tape, 


write 


REEVES 


SOUNDCGRAFT 


CORP. 


Dept Cc 91 
10 East 52nd Street, 
. ¥. 22, MY. 


place of business. Other questions deal 
with product interest and with gen- 
eral effectiveness of the show in fa 
miliarizing these visitors with mate 
rials, shapes and component parts.” 
Actual survey at the show was 
based on 748 personal interviews with 
visitors. Made during all hours of 
the show, interviews were held with 
n the exhibit hall, Grand Central 
Palace. Size of the sample 
every day of the show 


covering 
is sufficiently 
large to produce reliable results, with 
a maximum statistical margin of error 
less than plus or minus 3% on most 
questions. 

Each question that was put to visi- 
tors had been reviewed by the ad 
visory panel. The panel suggested 
additions and changes to. original 
questions to secure information of 
maximum interest to exhibitors. Thus, 
exhibitors were fully aware of the 
complete content of the study and 
there was no chance of eliminating or 
overlooking any uncomplimentary an 
swers in the final report. Complete 
and final tabulations are being dis 
tributed to all exhibitors by Clapp & 
Poliak. 


These ire the questions developed 
for the study: 

1. Why did you come to the Basic 
Materials Show? (If vou came with 
i specific problem, have vou found a 
satisfactory solution vet?) 

2. How much time do you plan to 
spend at this year’s show 2? How much 
tine have vou already spent? 

5 Did you attend the show ilone 
ith one or more as ( ifes trom 
company ¢ 


While at the show have you 


un across a mate al which was 
not previo isly ised in your com 
pany’s products which you will 
now Ise OFT 

ross a new 


rial whi \ M 1] now 


onsider ? 

discovered that you can now 
a new material because of 
broader application, 
availability, lowe: 


Were Vo 


ite! il or ipplic ition rererres 


already 


to ibove or did vou first learn or it 


at the show 
6. Have vou looked for anvthing 
didn’t find ? 


7. Which of the tollowing best de 


it the show that you 


ibes your relation to materials se 
tor your company ¢ 

rsonally select) m: of the 

finishes 


materials, parts at 


used. 

Personally participate in group 
selection of the materials, parts 
and finishes. 


Have little o nothing to do 


with selection of materials, parts 
or finishes. 

8. In which of the following types 
of materials, shapes and parts are you 
most interested as a user? (26 items 
listed) 

9. Title or position. 

10. Functions or principal duties. 

11. What products does your com 
pany (division or plant) manufac 
ture? 

12. How many employes in your 
company (division or plant where you 
work) ? 

13. City and state in which you 
work. 

14. Estimated age. 

Once these questions were okayed 
by the exhibitor panel, the die was 
cast. There was no interference with 
the impartial conduct of the survey 
along scientific lines developed by the 
Fosdick organization for trade show 
research. The show had to prove its 
mettle, or else. The survey left no 
room tor secrets. 

This study was the first ever de 
vised with exhibitor participation for 
a brand new show. 
hibitors with all the answers on which 
they can evaluate the show. Although 


It prov des ex 


t was based on a long questionnaire 
(second longest used by Fosdick or 
ganization in 27 shows), less than 
one man in 40 approached by inter 
viewers refused to be interviewed. 
While exhibitors might be expected 
to appreciate such a survey, visitors 
too, expressed great appre¢ ation time 
and time again. It indicated to vis 
tors that show management thought 
enough ot thei needs to make this 
detailed study. 

Rea tion fo the survey car 
described by a show visitor, 
sentative of an important n 
producer. When he was isked 
he came to the show he nd a 
was “sent by mv company to 
we should exhibit next vear.’ 
respondent asked who was sponsoring 
When he learned show 
the bill, the 
interviewer quoted him as saving: 
“This is wonderful, really 
If they re nterested enough to do 


this, I’m sure ll recomt end out 


the surve 
management was payin 


wonde rt il 


ompany exhibit next year. 
Con plete ta th in 

off handsomely when sury 

tions were made. With every statist 

under exhibitor scrutiny, 

development of the surve' 

tion could be made 

scope, direction or 

Results of the survey proved, 

a shadow ota do ibt the ' il ie 

show and the show's hig 


produ tivity. 
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Audio- Visuals Clinic 


New audio-visual techniques and products 


to aid convention and meeting planners 


Panoramic Projection 


wide-screen slidefilm presenta 
on with directional sound was re 
cently demonstrated at the National 
Audio-Visual Assn. 
Chicago. A cooperative demonstra 
tion put on by three companies, Du 
Kane Corp., St. Charles, Ill.; Com 
mercial Picture Equipment, Inc., 
Chicago; and Films, 
Chicago, the wide-screen show illus 
trated how simply panoramic films 


convention in 


Presentation 


can be used at a meeting. 
Projected across a 30-foot screen 
> picture was a gy by sound 


two directions. ‘The film, pro 


by Presentati ‘ilms and 

up largely o! ‘rpts trom a 
promotion by Foote, Cone 

elding, New York City. in 
inv startling effects. 
1,000-watt DuKane-SVI 


lisplayed three orrelated 
D\ 10-toot 


screens together to 


30-foot eth. DukKane 


tomatic contro! circuits to control the 
projectors furnished the directional 
sound. 

Because pictures were changed on 
the screen faster than the eye could 
detect movement, animation effects, 
pop-ons and additive techniques were 
possible. Not only are wide screen 
techniques afforded with the system 
but three-screen effects are possible to 
maintain a central idea on one screen 
while developing supplementary ideas 
on the other two 

According to the 


film was made at only 


producer, this 
slightly in 
creased cost over normal sound slide 
film of the same length. Previous to 
the showing, it was demonstrated that 
the equipment necessary To! the pres 
entation could be carried by two men 
ind would easily fit into the trunk of 
in automobile. 


ollapsible 


SV rie hronous control box Is 


| quipn ent nk lud ny 
stand and 
available as a package trom Comme 
al Picture equipment. Automatic 
ontrol and directional sound are op 
tional. Projectors and screens can | 


separately % lard projection 


THIS IS THE SETUP for the 
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three 


SUPER MARKET... 


for Visual Aids! 


PHOTOGRAPHY | t 


| 
| MANUALS | EDITORIAL 
Irene 2 =i : 
“SUPERVISION RECORDING 


_PRINTING 


Select only 
the services you 
need. Use 
THE FLOREZ 
“SELF-SERVE”’ PLAN — 


a unique “super mark 
approach to the cooperative 
production of visual aids and 
meeting materials! 

e You carry the job as tar as 
you can (write it—suggest vis 
uals make layouts ...). We'll 
turn out the finished product 
(do layout, art, photography, 
editing—whatever you need! ) 
e That way, you use the pro 
fessional guidance and produc 
tion facilities of Florez Incor 
porated to supplement the cre 
ative talents within your own 
organization 

e You get professional results 
at less than professional cost! 


Producing Visual Aids For Business and 
Industry Since 1931 
Want to Know More About 
the Florez “Se 1f-Se rve Plan? 
Clip & Mail Coupon for Com 
plete Intormation! 


FLOREZ INC 

Dept A 

815 Bates 

Detroit 26, Michigan 


iim interested! 
Please send me complete information 
about the Blore Self-Serwve Plan 


Name 
Dithe 
biem 


Address 


REPORT 


> WC. 


PILM 


Four recent motion pl tures 
have set distinguished records of 


achievement for thei §SPONnsors 


ach was designed by Owen 
Murphy Productions to solv 
specific problems in public rela 
education or 


fions, consume! 


( mploye ¢ training 


Tlave you seen them? 


“COMMUNICATIONS FOR 
CIVIL DEFENSE” 
thy 


for American Pelephone and 


Pel graph ( ompany 

it has been adopted as ‘the 
word on Civil Defense Commu 
nications by hundreds of official 
groups in the US. and Canada 
Whatever the film cost 


worth 


it is 


a million. 
“GREEN PROMISE” 
the New Holland Machine 


( ompany 


for 


met with instant and tre 
mendous acceptance this film 
will have more impact on agri 
cultural America than anv agri 


cultural film vet produc ed. 


“NOT ENOUGH TIME” 
{ 


“YOU CAN DO IT TOO” 
thre lire 
Rubber ¢ ompany 


for birestone and 


the best two pretiire swe 
Our Sates 


have « Vel produc ( ra} 


stall is ce lighted 


ee a 


( = eagle 


PRODUCTIONS, INCORPORATED 
mished Voti n Pictures 
Ana i lon won 


723 SEVENTH AVENUE, NEW YORK 12,N. Y, 


Distin 
hor Industry 


Oravisual 

all- pury OSC 
portable 
Whiteboard 
easel a 


\lode \ 502 


inter- 


LINKED TOGETHER with 
locked motors, these projectors produce 3 D. 


selsyn 


3-D Projectors 
\ new po table 161 
nt designed t 
sional I ! ) ives Tor sales 


been 


Products 


inal onventions has 
l b | ny 
\ Victo I) sion 


+} 


neering 


iree-dimens equipment 


ti standara 1 sound 


both photog ipn and mag 


It in be adapted Tor produc Other models availal “ 


ORAVISUAL CO. 


68 Jackson St Stamford, Conn 


' , 
naural or stereophon sound 


ite f ‘ f era 
Order Service 
- Department 


Phone 48-3345 


“dl glasses must be worn to view the 


ise of spe 


complete 


equipment equires 
silver-surtaced . ‘ns be 


wentional flat reens de 


Kah from the proj AUDIO- 
fae \VISUAL SERVICE 


it. own 
] t 
onnected to almost 


uve and aud 


aise 
4¢ the 


| 
soOunG 


MOTION PICTURES + FILM STRIPS 
SLIDE PRESENTATIONS + EASELS 


loudspeake 


equipment. 


Versatile Mikes for TRADE SHOWS 


CONVENTIONS 
SALES MEETINGS 
—_= DEMONSTRATIONS 


inob +. 

CONSULTATION ON 
PROJECTION EQUIP- 
MENT AND STAGING 


rophone 


Zed sm 
‘ been developed 


| ! Buchanan 


SOT. 


held 


Training Films 


'neoe, aA Tt € O 
blasts so 

rie itl) 
with desk stand 

tie and belt cl ev the n 
ed at SSO. 


moors o 


150 W. 54th St., N.Y.C. * Co 5-3520 


SM OCTOBER | 1953 


INTRICATE DISPLAYS, built by Gardner Displays, Pittsburgh line wails of exhibit-meeting room on wheels 


0 


Mobile Exhibit and Meeting Roll Up Sales 


Display coach with miniature theater spans the country to!) — , 

’. UDTCITY release, 
tell Westinghouse's story of automation. Complete plan, . Samples of national 
from advance promotion to four-part follow-up, nets sur- 5. Follow-up letter. 

ee 6. kou page brochure 
prising sales volume. Salesmen ask for repeat tours next year. joy) 

Salesmen nd out mvitations 
ndividuals who might be concerned 
with iutomation. Invitations ve 

“You've got to show it to sell it display panels, designed — by mailed three weeks in advance of the 
Westinghouse Electric Co ). tells its are Displays Co sburgl meeting. bach meeting is staged te 
salesmen, and backs it up with a dis and a1 ature motion-p ive the xecutives or engineers in a. single 
oom on wheels to show automa t A In s and sho t talks 0 pan and the display cod hy d ( 
at every prospect s door. minutes mn pretace the | right up » the ompany's door lt 
\utomation is one ot the hottest igh the acl Its animated more than 12 individuals are expe 
ittend trom any one COmMpan 
tional mectinys are s hed iled 

e day. 

advance promotion 
ustomers the purpose al 
ot the coach as well-as bern 
ath CNP tron SCCINY 
wance is high. During its. first 


rt} } 


| 
months on the road 


1500 top engine and 
ittended these automation se 
\t thre Ford Noto Ca Lo 
tor instance, 200 people attend 


Sons in the d splay Coa h 


rional sales Manayes 
motion mMahnapye 
Pitt burgh Nn 

was bul rstenslag | ) and received a brieting 

WVoostet a} ! is pu 1 { t tou ‘ no ana t (11S} oach operation, each 


Dodye Chassis ] s assigned a pel od d ining 


Liside the oll ru hibit i ( pay Drochiu n ft d I would he a ailable to 
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Regional sales promotion managers 


were given the task of promoting ses 


: ’ 
San Francisco's sions in their own regions with the 
j aid of material supplied by the home 
finest and office. They worked closely with sales 
most complete 
Convention Facilities (immu 
each type of executive. Salesmen tried 


Renowned for to have all maintenance 
unsurpassed from one company at one session, all 

design engineers at another, and all 

convention facilities top executives at another. By nar 
exquisite rooms rowing the range of job titles at each 


d - session, Westinghouse could pinpoint 
f and appointments, its demonstrations toward the par 


Y) superb cuisine and 
entertainment 


ry) 700 ROOMS 
aN The 
PALACE 


SAN FRANCISCO of the sheet, the name of the com 
‘ pany being visited is entered, along 
4 Edmond A. Rieder, General Manager with the address, date and type of 

Under this, 
each guest’s name and title is listed. 
To the 1 oht or the names are tout 
blocks under the heading, ‘‘Follow 
up.” These “follow-up blocks” are 
designated: lette1 produ t booklets 
pen 1, sales call. After each session, 
each guest received a “thank vou’ 


men who tried n companies Ww th 
many individuals concerned with au 


fo s« hedule sessions Tor 


engineers 


ticular audience. At small companies, 
the general program is staged across 
the board without special emphasis 
because of diversity of job titles of 


attendees. 


Registration 


produc t manufactured. 


TELETYPE SF-706 
TELEPHONE EXBROOK 2-8600 


letter, followed by product booklets 
As each was mailed out, the appro 
priate block on the registration sheet 


was checked \ telephone dial ng 


pencil with a magnetized plate to ad 


e Convention Hall 
luxurious guest rooms. deluxe suites, unex 


celled service, internationally tamous cuisine and 
a magnificent dining room overlooking the sea ere oO he tele yhone was delivered 
8 8 8 eT | ’ 


The Shelburne has excellent accommodations In person by the salesn im as a 


for small groups or large meetings 


re 
minder of the coach session. The 


For the ultimate in gracious living and superb 
' ’ t | slate Ids the yencil 
facilities, the Shelburne proudly offers its pent navnetized | la ho ad h | 


against the telephone base and also 
holds the message in bl i on orange: 


West ng 


house. “Kenmare Hall” high atop the hotel 


| She 
HEL BURNE 
JUDURAE 
Iilantic City’s Foremost Luxury Hotel 
On the Boardwalk at M n Ave 


‘Automation starts with 
house motors and controls.’ 
\ final sales call follows the “pen 
1 call” and the visits are checked off 
on the original guest sheet. The sheet 
made in d ipl ite, is a check list of 
follow-up steps for salesmen and 
s¢ ‘Sas a permanent othce record ot 
coach reeist 
lwo assigned 
om the ) ce tt mpany the 
ich on it SS intry tour, The 
tud who han 
equipment 
nd man ex 
the exhibits and d vers a talk. 

the session routine: 
er salesn in wel omes guests 
nd introduces the home ofhce man. 
Lhe latte 


and introduce t four-minute = filn 


ds of welcon ¢€ 


Planning a 
TRADE SHOW 
SALES MEETING 
or EXHIBIT in 


ATLANTIC CITY? 


consult 


MELTL Studios 


Complete Show Decorating 
and 
Display Installation Service 


© DRAPES ° SIGNS 
¢ BOOTH EQUIPMENT 


* 
MELTE *Stuctios 
2304 PACIFIC AVENUE 


ATLANTIC CITY, N. J. 
Phone 4-3942 


Yosemite National Park, California 


Modern comfort and every facility for 
sales and convention meetings amid spec- 
tacular mountain scenery. Centrally lo- 
cated and easy to reach .. . Sleeping 
capacity 200; dining capacity 500, with 
additional sleeping capacity in cottages 
to accommodate 500. Completely equipped 


meeting rocms. 


For full information and colorful booklet 
write Convention Department, Yosemite Park 
and Curry Co 


California. 


Yosemite National Park, 
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Oo 


BEST 
TURN-OUT 
EVER! 


Northwest can help you 


Gee: QXQ 8% TV) 
SENG ORS fea ttn 
C 


build up attendance. Just 
contact any Northwest 
office or Convention Bureau 
Northwest Airlines 

1885 University Ave., 

St. Paul 1, Minn 


NORTHWEST 


Burnhan Finney authority on tional medium, the oach is) stimu 
, : . Orient AIRLINES 


1utomation and member, Advisory lating sales above and beyond the 


DISPLAY COACH DRIVER is student engineer who doubles as projectionist 


Committee, Defense Administration, fondest expectations. It is considered 
and editor, American Machinist Magq one of the best industrial sales tools ‘ hort route to the Orient 
azine. After Mr. Finney’s filmed the company has ever used. Salesmen 
talk the home-ofhce man ntroduces are in love with the coach. It yives 
the filmed talk by Tell Berna gen them entree into othces they could 
National \lachine never approa h betore on a straight 
sales call. Every salesman who has 


had the coach in his territory wants it 
turn for a second round. 

only were guests pressed 

iutomation, they 

were fascinated by clever exhibits and 

the display COA h mecting tec hnique. 

\t least one guest, \lason By tton, 
sales manager, Cincinnati Lathe LET US 


yuo ner te HEL? YOUR SHLES CRO 


oO create a display 


Ne} nnel } ) 1 1) 
pe sonnel oacn a8) lis ompany. 


( sessions iddition 
ire brou rht l to mat the echelon West ngnhouse s tentative pl ins Ci VY Y 
oT the ViIsiftol 1 the t I . id ’s t t | 


" I } ) if i | ld | iQ) rh ld 
ta giant industry are ted cst sessions TO istomers of esting \ We 
nehous 7 ikes Stl to | e ol ot house distributors Ss Veal mect ANE Spy) 
Ss top executives in attendance ings al Imited gener vy to the m: a 
oT .rve | i nNromo 1) } 1 fact ’ hea sf 


“DEAS In 


“gn” 


The Ideal Place for Meetings, $ 
Conferences and Forums cUVE Up, | 


3 Hours from New York 


om ch sea, i 


ritld “idl 


_ Ms Acar oF su 


THEINN sx SEAST 73rd ST. NEW YORK, N.Y. 
Zack tee Fale \, PL 3-1400 
pqnusvivenrt? WALTER R. PICK—FRED J. PULLEN JR. 
—WU.S. AND CANADA— 


one 
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CLEM McCARTHY, like the others, read his talk and the audience never knew it 


Bang, Bang Meeting 
Without Rehearsals 


Helene Curtis Industries put on a rapid-fire conclave for 
dealers with enough obstacles to success to postpone any 
show. With Teleprompters they crammed an "impossible" 
schedule into four hours with not a flaw but with high praise. 


BY ARTHUR I. CAPLIN 


Merchandising Manager, Beauty Division, 
Helene Curtis Industries, Inc. 


3) in the mo ning intil 


had to click WW had Tron 
3) in 
afternoon to present. « 


months iles | 


new nCCHTIN 
{ b ( ik 
lun h 
New - produ 
planned tor the mort 
the incent ( lan } 


rnoon, Lhe war betore 


Cssa be tise Wwe 


i 


OCMOOTTIS te 


vet two 

\n in portant piece of f 
ness that had to be sandwiched 
the pro eed nys Was the ¢ ip present 


» 10 dealers who were leace 


we were tlabbergasted. 
appeared untenable. 

sent six new products 
feeling there was a good 

we would put the audience 
less than an ho ir. Just is OU 
began to reel the horel 

Te lep ompter, — Telepron | 
ould that do fo is In Oo 


0 ifta ‘ ‘ad 
Never Say Die 


found out. Rav Haver 
Chicago office. ‘J elep ony 
Corp., stopped in and outlined 


‘Tele yompter equ 
| | | 


fatetul morn ny at ena t] 


were’s what the audience saw: 
Willard Gidwitz, president, Helene 
Curtis Industries stepped to the ros 
trum and delivered an opening speech. 
In his two-minute talk he 


thanked then 


business they had given s ove 


welcomed 
dealers and 
past vear. As soon as he finished 
house lights went ouf ind 
voice spoke th ough the 
oon 
“Tt’s making news. Yes, the big 
Helene Curtis 1953-54 sales program 
making real news. People every 
! king abo if ee People 
everywhere are interested in rece 
fullest 


} 
here is the b gy news fol 


ere ire tal 

ving 

about it. And 

1953-54 trom 
Helene Curtis Industries.” 

\ spotlight flashed on the main 

It picked up an actor 


able with a mic rophone n tront 


ntormation 


sitting 


I was seated alongside The 
radio announcer went on to speak as 
if he were on the a \long WV th 
the regular newscast, he said he was 

tuting a new series ot IferVviews 


itives Ol 


rether nto 


the 


“ Nite tt ent F ta 5 | 


ON THE OCEAN « LINCOLN ROAD & COLLINS 


Here, for the first 


time in Miami Beach, 


Py 


= fobs br bata be band atl 
Fr hy be bach beh 


is a great hotel 


nm 


designed to meet all 
of your 
CONVENTION needs! 


Ia Ra 
233 aa 


. 
eoeet 
eevee 
eeee? 
eeoee 
eevee 
eeeee 
eeeee 


aw 
IN OLD $ 


f 
in the heart ot 


New Mexico's 
“Land of Enchan 


tment 


El Tovar Hot 


on the brink of th 


for memorable 
meetings 

away from the 
distractions 


of a big city 


tor 
round 
setings the year ; 
" September 15 to june 5 


for small m 
p to 300 from 
La F 


€ 


a 
meetings U 


Available 
ber 15 an 


for meeti 


d April } 


"gs u 
| 
nd 


anyo 
and Fall. Most enjoy 
. More 
’ South Rin 
wi round and 

~ en City hote 
) and Cabins 


Vear 


4vailable 


are crowe 
2 


] 


Moderate 
htseeing Driy 
rail Trips 

> provide 

* Year 
D Rouzer 
ailroa 
rlimee” direct to Hotels 
open all year 


the arby 
D L. Cole 
Phone: 3-551! 
letype 

wA Air Lines bem 


activit Ss 
Skjing (In Manager Ww i¢ 
to Managet 
eR 
Frontier A 
i 

Highways 


a 
_ Frontier & T 


Santa F 
ys open all year 


Highwa 


. 
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7 
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. 
7 
. 
. 
. 
. 
. 
. 
. 
. 
. 


eee 
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3 


195 


el & Br 


P to 300 be 


when the f 


Meeting 


Koad 


AVE., MIAMI BEACH 


ight Angel lodge 


€ Canyon’'s Rim 


tween Octo. 


able 


Spectac ular 
1 facilities 


for mMeetir 


led 
I 
Rat 


gs 
180 Guest 


es 


out- 


Write 


eletype 


” 3661 


When the interview concluded, the picked up the news theme with an sion broke for hors d’oeuvres in an 
announced signed off with a usual other short script delivered in the adjacent lounge. While dealers nib 
newscast closing. Lights were cut and darkened room. When he finished bled and discussed the rapid-fire pro 
in the darkness the stage voice de another voice cried out “Stop the ceedings, tables were set in the meet 
clared The Helene Curtis progran presses ! Stop the presses!” ng room and complete decoratior 
was really making news.” As soon A spotl ght flashed on and picked were nstalled to tie n with ha 
as the voice concluded its half-minute up two actors on stage. One, the theme of the incentive program. 

a slidefilm projector snapped newspapet editor, was seated at his 
th the screen ; opposite desk and looked up as the reporter Horse-Race Theme 


ol the room dashed on stage shouting “Stop the 


\ recorded voice accon panied the presses!" \fternoon session was based upon 
film, produced in newsreel style. This This skit covered our fifth product. a horse-racing promotion worked out 
presentation covered the fourth prod It was done in a more humorous vein by Helene Curtis and Cappel Ne 
ict In the darkness, the stage was than previous presentations. Reporte: Donald Co. It is called Helene ( 
leared for the next presentation. and editor were exaggerated chara tis “Know Your Oats” campaign 

The film completed, the stage voice terizations of newspaper people. The As dealers returned from the lounge 
reporter breathlessly unfolded — his to the luncheon room, they were given 
news beat. It was about a murdet whips, jockey caps and small hors 
Tront-page stuff. The editor probed racing games that thev ould play 
his newshound for details and learned { at their tables This was to 


that Helene Curtis was the culpi t | p the motif and theme that we 
Q/ was murdering competition. The new “re to use later on in the show. A 


product was the accessory before the irpe blow up ofa horse's head had 


fact. It was helping Helene Curtis in a two-way radio system mounted be 


y tf its “crime.” hind it. Called Wonder Horse, it 
ATLANTIC CITY, WN. J. Ay House lights went up following ould answer questions put to it by 


this skit and Walter Kaplan, vice dealers. A home-office man sat at the 


Outstanding Facilities president and sales manager, drew other end the room, where he 


together the loose ends of the three uld see questioners, and give pe 


* 7. 
at Sensible Prices previous presentations. His 10-min-  sonalized answers via a small micro 


ute talk indicated that ; the > yhone. \ small intercommunication 
If you plan to hold @ convention or sales dicate it another new ar ‘ 


meeting in Atlantic City, it will pay to product was to be revealed although radio system made this stunt ines 
Investigate the facilities at the Jefferson 

Atlantic. City's leading moderately it would not be released until late pensive, and dealers had a good time 
priced hotel Famous for its excellent n the vear. He then introduced Her u“ th Wonde Horse. 
culsine and outstanding facilities, the | 


+ 


Jefferson's completely trained convention bert Rosen, New York sales mana Lunch over, house lights were 
ver, Helene Curtis. His 12-minute and a horse-race film appeared on a 
speech was followed by a beauty edi screen. Film narrator was Clem Mi 


. UNEXCELLED LOCATION tor who told or he experiences W th Carthy. When the film ended, Clem 


staff Is your assurance of a most success- 
ful meeting. 


—in the heart of the resort, the new product just explained by MeCarthy was introduced in person. 
convenient to railroad and Mr. Rosen. He delivered an eight-minute speech 
bus terminal. President Gidwitz returned to the on the importance of training and 
BANQUET ROOM — seat- stage after the beauty editor's talk neentives to jockeys. 

ing 1230 persons. and presented awards to Star Dealers. I followed Mr. McCarthy and out 
SEPARATE MEETING Time: | 20) PM. The morning Ses lined aa letail the neentive program 
ROOMS accommodating 35 
to 350 persons. 

EXHIBIT SPACE of over 
13,000 square feet. 
SOUNDPROOF, AIR-CON- 


DITIONED auditorium. will lain 
© 468 COMFORTABLE Coweiliow. .. 
ROOMS in the Jefferson 


and its sister hotels. Sts 
o tee teem If you choose Cincinnati's finest 


handle all details. The Air-Conditioned Netherland Plaza Hotel 


For complete details and information 
for future bookings, write, wire or _ se" 
telephone Charles A. Fetter, General ®eeee® : : : 

Manager. Especially designed for Conventions and 


Exhibits. 


Teletype 


200 rooms—garage in building. 


Plus 400 additional air-conditioned rooms 
in our Modern TERRACE PLAZA HOTEL. 


Mary Hesse 
Director of Sales and Advertising 


Teletype John G. Horsman 
Genera! Manager 


Jefferson fadiasiem 
Owned and Operated b 


Meats Chy's Rewest & Faest NETHERLAND PLAZA — Tes.,mery’s Sons, inc. TERRACE PLAZA 


Completely Air Conditioned Cincinnati, Ohio 
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dealers’ salesmen. In the middle prompter, incidentally, is an elec 
my speech I was interrupted by an tronic device that unrolls a continuous 


dressed as a tout. He wanted script before actors and speakers so 
some of the easy points | had that they can read their lines, un 
telling dealer s about. rin detected by the aud ence. 


he ¢ iSf repartee, the i id ence | I ied Pelepron pter reproduced all our 


that he is Sure Th ng San al cripts neluding all light and stage 
Helene Curtis was hiring him to go ues, onto Telepron pter rolls. Three 


around e “‘sure Teleprompter units were set up in 


BN ! 

He was to our conference 1 } igo So 

my meetings that our ex itive ula come Ta 
miliar with the equipment and get a 


] ‘ 
| their parts from it. We 
! 


it away and this session 


hance to reac 
ught on rig 
lett the "AS\ I *xecutives that 
olor was -y decided no rehearsals were neces 
shown. Sure Thing appeare: } al th Telep ompter they 
film. It is the film de are ise , even lines of their sé pt 
the k k-ott meeting r their sale he ‘Ol on three 
and a red 
film oncluded i nduy pointed out very line they re: 
was delivered nd the meeting \s they spoke the scr pt roll moved 
; ip to reveal the next line. A monitor 
utton kept the Teleprompter scripts 
That was it: a ban ng meeting p actly the same speed 
hard hitting w 1S} ol til very of the speaker. 
iy. Fast dialogue lozens ot light | ‘runits were pertectly syvibcro 
ies and stage dire ns were pa ked 7¢ é i spe iker « ds look 
the sessions id a pace and one the other 
} 


smoothness that 1 cts weeks of re ave ! 


1 none! pointed out. 
a i individua Three davs before the New York 
adings—once. meeting, Mi Marsh had th final 
Here’s how we p 1 oul rapid approved script. All corrections made 
avy odds: ’ various executives since they had 
a lepron pte! 1 read thei spee hes had been 
City, took ou made. It wasn’t until then that Mh 
it a physical plan Marsh was given our final schedule 

ot Telep ompters. A Tele for the program. 


For your next convention —— 


CRUISE TO 


aboard the S. S. FLORIDA 


Highlight your Havana meeting with a 
delightful overnight cruise from Miami 
on the 500-passenger S.S. Florida. Wonderful 
extension to Miami-Miami Beach conventions 
too. Round trip includes 4 meals in 
air-conditioned dining saloon, all outside 
staterooms, entertainment. $47.00 plus taxes 


FOR CONVENTION FOLDER, WRITE: 


P&0O S.S. CO., 
Box 1349, Miami, Florida 


/ 
MIAMI © HAVANA "Maygeer 
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He arranged tor four Teleprompter 
units aft our meeting. ‘| wo units were 
on the side of the stage where skits 
and acts took place. Two were at 
the podium, on the side of the stage 
where speeches were delivered 

All actors and outside people had 
an opportunity a day before the show 
to read thei speeches n the Tele 
prompter ofhce. This familiarized 
them with use ot equipment, It gave 
them all such confidence that we 
knew then there would be no difh- 
culty at the show itself 

\lo ning ot the show ‘Telepron te! 


Che Paenenk 


YOUR CONVENTION 
COMES TO HOUSTON 


When—not if—your con- 
vention comes to Houston, 
make The Shamrock your 
headquarters. The completely 
air-conditioned Shamrock is 
located on spactous, beautt- 
fully-landscaped grounds, and 
affords the best features of a 
resort hotel plus the conven 
iences of a city hostelry. The 
famed Shamrock Pool, open 
the year ’round, adds to the 
enjoyment of the occasion 

So when Houston bids you 
welcome, let The Shamrock be 
your host Group meeting fa 
cilities are unexcelled; expe- 
rienced personnel is always at 
hand to give attention to de 
tail; the Hall of Exhibits, ad 
joining the hotel by covered 
walkway, is air-conditioned and 
provides extensive, flexible dis 
play space at ground level 

For information and assist 
ance in planning your conven 
tions and trade shows, address 

William H. Furlong 
Executive Sales Director 


The Shamrock 
Houston, Texas 


he Shamrock 


GLENN MCCARTHY, President - FRANK H. BRIGGS, VP. ond Gen. Mgr 


FOR A PERFECT 


POCONO 


SALES MEETING or CONVENTION 
Mount Airy Lodge has Everything!! 


Only 3 hrs. from N Y.C. & Phila 


@ OPEN ALL YEAR @ (60 ACRE PRIVATE ESTATE 

@ ACCOMMODATIONS for Small & Large Groups 
@ MODERATE RATES @ UNEXCELLED CUISINE 

PUBLIC ADDRESS SYSTEM @ PANELS and BLACKBOARDS 

6mm MOVIE PROJECTOR & SCREEN @ SPEAKERS PLATFORM 

MOST MODERN BAR & COCKTAIL LOUNGE in the POCONOS 

ALL SPORTS incl. Golf, Horses Tennis Fishing Pvt. Lake 


MOUNT AIRY LODGE 


Mount Pocono, Pa phone: Mt. Pocono 3551 


HERE’S 2 EXCELLENT LOCATIONS 
for your Trade Show — Sales Meetings— Conventions ! 


Your choice of two famous beautiful banquet and lovely guest 
hotels on fine highways The rooms delicious food 
Cavalier at Virginia Beach on traditional hospitality and service 
Ocean Highway The Jefferson at plus something that makes every 
Richmond, Virginia justtwo blocks convention better the prestige of 
off U.S. Highway No. | a nationally- 

Offering you every convention known, respec- CAVALIER-JEFFERSON 
facility handsome conference ted meeting CORPORATION 
rooms spacious auditoriums place Write Virginia Beach, Va. 

public address system... for details Siiiieed. Ve. 


Sidney Banks, President 


DESIGN roe SELLING 


We plan design. . build 


DISPLAYS SHOW ROOMS 
EXHIBIT BOOTHS 


for any product ... from Point of Sale to 
to Convention Exhibits 


Phone or write Anytime for 
Ideas and Estimates 
That will make your 
Next display “click” 


pment and were 1 
show started. 
very single person involved in 
show with no rehearsal othe: 
i single read ny Was able to 
his speech flawlessly because 
‘ase in presentation n ade pos 
‘Teleprompte: units. With 
e, not only were speakers 
more onftident they actually ap 
peared to be looking at the audience 
not bobbing into pages of script. 
This made them all a great deal more 
comfortable and made the audience 
feel as if they were included in the 
presentation. 

Having done away with normal 
spee h reading, we avoided the bad 
effect that . frequently caused by 
such procedure. At the same ti 

itives of the company were 

ed to memorize 12 to 13 minutes 

speeches Actually, they didn’t 

; memoriza 
on 

Be ause al gent cue projection 
ies and = sound S owere written 
ight onto the ‘Teleprompter script 
ung was pertect. Cue sheets were 
mnecessary, I n watched the 
nonitor s t the ‘Telepron pte! 
ind he never needed to worry about 
losing his place He could see his 
coming up seven lines in 
When his ue hit the iTrOW 


the | ohts ol whateve the we ¢ illed 


\ fors and outs de speake s brought 
the occasion were able to give 
than average performances be 

ise of Telepron pter. During then 

ec to ad lib. 

stopped when t] 


ginal 


‘dup again 


tree 


we 


returned to his p epared s 
ouldn’t lose his place. 

Because of the necessity ot holdit 
each speech to its absolute minimu 
or within its prescribed time limit, all 


speakers held fairly close to then 


written mate al ind id libbed nN 


This meant that there 


eq entl 
bis is no overlap I me and one speak 
went too r into the time 

the next. This allowed 


“ ond of the 


mined by 

deale ‘ ind 

managers, we received t 

wondertul comments. They told us 

that this was one of the { nest shows 
we had evel viven. 

It’s strange. When we started, we 
didn't even think we 


if ill 


SM OCTOBER | 1953 


Debate " ted: l n't any. No atte! 


the produ someth Vv about it 


use, qu itl uUnIqueness call 


Please settle an argument. Several of us 


be demonstrated. With many prod 
ts it takes ingenuity to develop 
worthwh le 
worth the ettort. 
\ visitor to a trad 
Missouri. 
at vour booth says If vou in show 


him what your product does, what 


in sales and advertising departments have 
been debating this: What one element in an _ Saba a be 
exhibit is the most important? Design, color sip tls sec sleet 
light, products and other points have en ee ae 


tered the discussion. What would you say is 


the most important element in an exhibit? Show me his ap Pear ars 

(We're talking about trade show exhibits.) 
doesn do how if 

Ww ons 

Talk to tive diftere 

the experts and ye 

five difterent 

ners will te 1] vou des 


eCcl ou debate 


othe s, how if can « » better Ol 


. — ' 
people even cheapet or what ! ah the 


) itil probably vet 


Display de vour way to creating a custome 


gn is the one That's why 


welfare of your \ tol youre oon 
answers, 


é we'd list product den 
lement that is most important. Sales onstration number one ind stan 
anavers ma\ stand by good sales fa back 

rsonnel as the key 


Dithcult part of this que 


element. 
many people who discuss 

not talking about the same thing 
most mportant element lo vou mean 
the one that has vreates | act on 
the eve Do you mean the One that 
> Do you mean 


+ hart } 
emen tha le ives the longest 


more sales 


mail coupon i 
a. . this famous 
perhaps the one that 


' mi? 
) etations togeth 
es open to shots . 
wed sav the 
nt of an hil Sliding 


button gives 4 Business | Getter 


blade lengths. 
Retails 95c 


HWNpression oO} 


"Free to business firms — 


GITS MOLDING Me tomer yy 
4¢ W. Huron St., Chicago 44 
Send me free GITS KNIFE and 


aber to show GITS “B 
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why over 1000 firms have 
ordered Prefab exhibits 


a NEW portfolio 


of Prefab sketches is 
now ready! 


Your letterhead is 


youl only Cost 
lor thi exciting presentation 
ol modern, ctharent exhibit 

ns with new construction 


snd utility features 


And every di play is 
completely and permanently 
fl iannae prooled with AL BE kine 
Protective Coating 


in underwriter’s rated material 


THE CAPEX COMPANY, INC. 
615 South Boulevard 
Evanston, Illinois 

1775 B’way, New York City 


presented im mayor cits 


PROFESSIONAL ACTORS mak: 
ur mystery pro 

says programs have 3 
thousand authors because situation 


deas were gathered from retailers 


the field. Designed to train sales 


“Whodunit” Tells How to Do 


G-E puts four mystery programs on records and slidefilms 
to train retail salesmen. ''Detective'" team analyzes typical 
sales situations for clues to ‘crime’ of lost sales. Be- 


tween case and results, audience is prodded for solutions. 


\ new sale Ss tramimy pa k ive on men 
Since it is obviously not feasible for 


} 


ining professional radio talent and a 


whodunit” theme, has been planned (5-1 as a company, to set up a statt 


to ncrease dealers ind salesmen’s and have large numbers of men to do 


ompany s products the necessary training job with retail 


Co ovracust 


knowledge ofa 
people, it solicits the willing and in 
m tor re terested assistance of retailers in the 


f eld. 


(through their Suggestions, 


These men are. instrumental 


ta sales edu t | tS Tradlo 
‘Pavott,” 
yvram pres il tor t ind observations) in preparing the 


mater als w! ch vo 


television. line requests 


meetings nto each of the 


training prog! 
The Pay 


products whodu 


| vatterned sin 


possible f \ ry presentation and 


sing plans The 


has followe a throug 


sales promoti ,anad { rimat € OT sales 


Vantageous also 


knowledge o 


explo ted 


rain or 


Phrough conversations with hun 
dreds of retail salesmen and through 
experiences of its district) managers 
ind distributor salesmen, Creneral 


| lec tl 


better job of training themselves if 


realized that retailers do a 


‘n proper material with which to 
Working with Training Films 

New York City, G-E came up 

with an adaptation and refinement of 
the old “case” technique. G-E found 
that, far trom being uninterested, the 
average retail salesman Is a compe 


nd \ d ial 


take gladly any intell gent suggestions 


tent ntelligent who M“ 1] 
ind assistance offered him and who 
rom stopping at this point 

vd it his own experiences 

knowledge and come up with sel 
training. “This is far richer and m« 
worthwhile than if G-E. simy 


lreamed up a training program wh 


t) 
Was not based on actual experience 


or which was if together withou 
the salesmen’s ; an ’ says My 


| avT. This I Ire Was a oOopera 


+ 


tive one: Cy i made 
gestions sent on the held 


likes ( think 


oOmpany 
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To and across al C amada_ 


PCA sched iles f 


fast 


and frequent flights from 
_ many U.S. cities. Take advantage of the speed 
BS ani convenience of this dependal le travel service 
for your Trade Shows or Conventions 
TCA will gladly assist vour committee on all travel matters 


connected with their promotional or entertainment plans 


Special fare reductions available for group travel 


SEE YOUR TRAVEL AGENT 
OR NEAREST TCA OFFICE 


In addition to its U.S. and Canadian 
services, TCA also flies regularly 


TRAWS- CANADA 
Rishihe, Hesene eaditndadttncer. vernon JO LE dirlires 


Convenient Motor Lobby 
Elevator Direct 
to-Room 


the — 
4{RAKER hotel, Dallas, Texas 


Dallas’ finest Convention hotel 


, the BAKER 
air-conditioned, plenty of 
radio and television in 

ruest Rooms and home of the nationally 
famous MURAL ROOM. 


is completely 
exhibit space, 


if notion if pro shorter siol > adapt: > tor tomer,” rst of the avon series 
1 onto a scl tN al tl is by dealers in the ir morning sales gives an e@xan ple of a faulty sales al 
ge. “Dhe proach that fails to instill confidence 
tial band of each record it of the customer i » salesman, and 
shows a lack of complete knowledge 
h one neiy spect tual sales s on \ * depicted of the product. 
I\ nd radios man ousil ail | ‘als t “The Case « the Missing In 
y ed ent” shows the inability of 
sale Retail salesmen salesperson to sel] up” the produ 
ring the broadcasts, are as | by not stress ng q iality pertorman 
the sales pres ‘ I rv ¥ “atu and thus bei 
‘| h ‘ ph ise Ot TOTS “df x ie sale On i Ik \ 
along the | , 
tion, rathe The Case of tl “arping ( 
t tuation of 
Wt- finder,” * purchaser 
causes the 


anquish by 


( ( 
While Inectings W 1] 
| olMpan 
SCOCKS ne answer to the p oblen 
the salesman who has done an 
1 irable 1ob of sell ny 
oOo! losing trie 


himself unable to 


-_ Sequence 
EXHIBITORS AND G-E. suggests that the 


given in the orde presen 


AOSISPLAY MANUFACTURERS the opinion of \l Par: 


TRADE SHOW & CONVENTION DISPLAYS INSTALLED IN YOUR BOOTH 


CIARNOWSK! (Drsetay Gerace mc 


fabricated displays 


@ checks your shipment for arrival on convention floor. 


he, : 
6 ’ 
The only exclusive INSTALLATION service in CHICAGO devoted entirely to the 
INSTALLATION, SERVICING, DISMANTLING and STORAGE of pre-e 
is 


@coretully unpacks your display 
@pProperly erects your display according to plans, specifica- 
trons of instructions 
eo" display and booth space thoroughly 


@ vpplies any last-minute requirements or changes neces- 
sary to complete the exhibit 


OFFERS 


@ services mechanical units needing attention during the 


— ; 
show Miami Beach's 
pre dismanties and repacks display in oriqinal fi C 
— nest onvention racmiins 
makes necessary shipping arrangements and ships 
material according to instructions 
will store your display in Chicogo for future use 
or shipment 
Sales Director 


@ev'' save you time 
will save you money o Shore Club Hotel, Miami Beach, Fla. 
will save you worry 


will give you competent service 


” 
& Shore lub 4 
e? e° 1433 N. DAYTON ST. , oh Ch Hotel 


CHICAGO 22, ILL. 


ee Sree Shelborne Hotel 
C snus Dac, CC. it laa 


Delano Hotel 


Tth St. and 


2an 


ip the retail meetings. 
Phev are scheduled tor the latter part 
ot October 
i L0-n 1 olo 
iced by lL raining 
r emphasizes ill points mad 
ries his film has the du 
being shown is ios 
e at the conclusion of 
being shown 
nyle Mecting 
does not tllow = to 
meetings Phe tiln 
lecessary tO the success 
ICs but Way be 
| 


that the records be tributor salesinen vo \ nh tn tive supplement 


phonogi iph attached 


“ctien | Ll} HOTEL 
“a7 AY HOLLENDEN 


ee in the nies Hagen MN a CLEVELAND 


aT 
7 


43,1 
ae 


rod 


a: tis n sary for THE RIGHT COMBINATION FOR THE WORLD'S 
rson who handles the sale of BEST CONVENTIONS! 


» be thoroughhy Ta 


the sell ny 


LOCATION... 


Centrally situated in “the best location in the 
nation”, The Hollenden is a one minute walk 
from Public Auditorium. 


1000 modern guest rooms and suites, large and 
comfortable. Each has a private bath and radio. 
Some have television sets. 


‘ | ~~ «RESTAURANTS AND BARS... 


y f Six rooms for eating and relaxation, including 


7 the famous Vogue Room. 
CONVENTION FACILITIES... 


Conveniently located on one floor, designed for 
meetings, banquets, receptions, exhibits, and gen- 
eral assembly. Complete convention equipment. 


CONVENTION STAFF... 


Well-trained personnel assigned to convention 
groups. Key member to offer personalized service 
THE and coordinate details. 


CREE THE ONLY DOWNTOWN HOTEL 
EXHIBITS —with built OPERATING ITS OWN ATTACHED GARAGE 


in sales punch by 


wie ee HOTEL HOLLENDEN 


RAPPAPORT STUDIOS CLEVELAND, OHIO 


ROBERT P. JOYCE JOHN F. NOLAN 
INCORPORATED GENERAL MANAGER SALES MANAGER 


7500 STANTON AVENUE, CLEVELAND 4, OHIO 
PHONE: EXpress 11-1683 
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FOR SUCCESSFUL 
SALES MEETINGS 


Why is the Millard Bennett 
Clinic endorsed by Sales Ex- 
ecutives Clubs all over U. S. 
and Canada? 


Ask anyone who has heard this 
man speak! Ask anyone who has 
posal ar his Clinic in How To 
Get People To Do What YOU 
Want Them To Do. 


Send for his schedule so you 
can have your salesmen attend 
his clinics sponsored by SEC 


Clubs across the country. 


Available for Sales Meetings 
and Conventions from Dec. | to 
Jan. 15 and June | to October 
I. 


BUSINESS ECONOMISTS 


Management & Sales Consultants 


148 East 48th St.. N. Y¥. 17, NL Y 


WE HAVE THE 


Sowice EL 


TO ASSURE A 


Successfull 


CONVENTION! 


Information? Please write: 
Shepard Henkin, Director of Sales 


HOTEL 


GOVERNOR 
CLINTON 


15 public meeting rooms to accom- 
modate 10 to 350 
1200 outside rooms with bath, circu- 
lating ice water, Servidor and radio. 
7th Ave. at 31st St. (Opposite Penn Station) 
NEW YORK CITY 


Sug yn ify) 


BOOTHS WERE FILMED day before show opened. Only those exhibitors whose products 


had never before been seen at a major business show were asked to participate in the film 


Show ‘Em What to See 


Delegates see motion pictures of displays in exhibit hall 


as stimulus to visit exhibits. Film covered new products 


only. 


In a whirlwind production, Na 
t onal ( th ec Nlanage ment Assn. took 
ts 34th 
ral Other Equi 
and had the 


attendees 


motion pictures of exhibits at 
Conterence and Ann 
ment Exposition, Boston 
to onterence 
‘second day of the five-dar 
onvention 
The project ten ned trom 
problen that | 
ippea ed in) ecent vears, Many eXpo 
sitions, such as NOMIA’s, have grown 
o the point where hotel facilities are 


exhibits have been 


tempt to sol ( i 


na leq bate ind 


moved to large auditoriums which are 
Treg ently some dis nee tron con 
nee headquarters. To bring dele 
yates a picture ot the prod icts on dis 
pl iv and encour ive them to devote a 
part of the hedule to the 
show, H. FF. Cirebe, statt directo 
Field) Service Division, NOMA 
who was planning the 
Boston event, engaged Louis Kell 
nan Newsreel | aboraton es, Ph la 
delph i ‘Together they worked out 
a plan to filn 


the exposition and show the p 


rowded s 


respons ble for 


selected booths tron 


at hotel headquarters. 
lo photog: iph the many exhibitors 


ipated in the “All-P pose 


who parth 


Conference shots added to film for regional parleys. 


NOMA would have 

davs ot shooting and would 

i full-length picture There 

fore, it was decided to include onl 
those exhibitors who had prod cts on 
display tha id never been seen be 


re at a major business show. 


19 Qualify 


Nineteen omp 


panies respon led who 
met all q valifi ions, and they were 
nvited to participate in the project 
Commentary and continuity were ca 
ied by (Gseorge Skinner, ant 


vel Ph ladelph is WPTZ who be 


Tice hines, 


OUNCE 


an expert on ofhce 

ire and equipment overnight, 

at he ould bring out salient tea 
tures of items on display. 

With the show scheduled t 
Monday booths 
ip by 
i 
n Boston iturday 


\ iricon 


\ OO0-watt spot 


th them = an 
sound camera, tour 
lights, four 2 
Color-Tran units and 400. teet 
] v-duty lighting cable—all 


way 


00-watt spotlights SIN 
pa ke { 
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| After the Convention 


CTYOV inte resti 
ny all 
“<pens trips to 


oa Puert : 15 Millia ais 
What airline serves rto Rico + Virgin Islands 


Mexico - Bermuda 


the cities in which Havana - Nassau 
95% of the nation’s ee 

° Call or Wri 
conventions are held?* Celia eee a 


lO Rockefe Her Plaza 
Ne W“ York. 


fer Exciting vay ationlands 


Kastern Ai Lines 
New York ¢ ity 20 


or youl local Kast rl) rt tic 
Tice 


*YOU’RE RIGHT WHEN YOU SAY 


EASTERN Ajir Lines 


25 YEARS OF DEPENDABLE AIR TRANSPORTATION 


tf gf 
, 4 4 > = eS : ee: 4 Re 
W/Z Con 


of the South and Southwest” 


AFFILIATED NATIONAL HOTELS 


s Galvez, Buccaneer, Jean Lafitte and 
purts, ideally located in the Gulf Coast ALABAMA TEXAS 
ty, are « omplerely modern and com 
y respect. Host to many national con 
ot 2,000 5 andl these convention 
unmatched = facilice for meeting of 
4 iditi m tO meeting rooms in the hotel 
the fabulo yus ; Galves ton Pleasure Pier has exnibit space of 36,000 
square feet with complete utility service, and the beautiful 
air conditioned Maris m with maple dance floor, carpeted 
tage, public odéee 5 stem, projection 
pertecte for convention a seetings banquets 
and dances Cas acity tor dancing—2.000 pers ms, for meetings 
3.000 persons. For leisure pleasure, Galveston has 32 
miles of sparkling beach and surf in addition co golf courses NEBRASKA 
rennis courts and exciting might life 


NEW MEXICO 


AFFILIATED 
NATIONAL HOTELS 
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OuTH CAROUNA 


KEY CITIES 
in the SOUTH 


GREAT DINKLER 
HOTELS 


for 
MEETINGS 
of every type 


janta 
" z DINKLER PLALA 
in Birmingham yrwneR ; 
the mance a 


KLE 
Ta Montgomery 
NKLER 
Orleans 


HARLES 


the 

ne aia 

in New 
tne ST. € 


For full information address 
Convention Manager, Dinkler Hotels 
The Dinkler Plaza, Atlanta 1, Georgia 


A hecstiful 


The Coquina has its own private 
beach where guests may enjoy 
luncheon and cocktails as they 
the added 


convenience of an 18-hole golf 


bask in the sun pl 


course at the door 


D 
Uke COQ 


RM f > R 


1 eT k A 
Mrs. Walter Bovard, Owner Manager 
NEW YORK RESERVATION OFFICE: 


GSO Firvu ave cireLte 6-6820 


a Nash ANDREW yACKSON 


Cyrebe 
rs to edit 
showing 


Hotel 


| “sda morning. 


\lessrs. (jrebe 
oned that olor 
with the 
newsreel 
rapid handling 
To heighten 


0 simulate a 


nother 
ision broadcast Th Ss Was 


ny the insides 


complished by remoy 
of a 21” screen television set, leaving 

only the wooden cabinet, and repla 
ng the glass front with an opaque 
screen, lhe proyecto Was placed 
several feet behind the set and the 
entire installation was arranged in 
such a way that only the television 
was sible. Many 
they were a tually seeing olor TV 
the first time. The 


ure was run betore and after con 


viewers thought 
’S-minute 
hundreds 


ference sessions ittrac ny 


ot delegates 


Other Uses 


lo ti nlarge on the film's isetulness, 
scenes trom the opening meeting of 
the conference were photographed 
and later con bined with shots ot the 
Several prints of the film 
will be produced and then made avail 


able to NONIA’s 140-pl Is 


throughout the United States and 


expos tion 
} t 
Wapters 


Canada. “Thus, association members 
who were not present Boston 
event, could still view * proceed 

vs ‘| he picture W I] also be used 
as advance publicity for the 35th In 
ternational Conterence and Annual 
Office Machinery and Equipment Ex 
position in 1954 to be held in St. 
Louis 

Kesponse f NOMA hapte rs 
the film will be checked by the asso 

ition’s national ofhce. | The 
objective—that ot publicizing the ex 
position for conference delegates 


has ilready proved suc esstul. events 


the next tew n onths and regi 
or St. Louis will reveal 
con pletely the second object \ has 


hee nt ilfilled 


A City Under One Roof 
Perfect For 
An Outstanding Convention 


Finest facilities location ideal for 
either National or Regional groups 

complete reereational facilities 
on our TOO) aeres of estate-like 
vrounds, including our own L&-hole 
championship volf course. We 


specialize im personalized attention! 


Inquiries appreciated and = promptly 
handled, Write: 
A.B. Shoemaker, Je., General Manager 


N. Meisner, Convention Manager. 


Edgewiter Cul foil We 


Overlooking the Gulf of Mexico 
Midway between Gulfport and Biloxi 
EDGEWATER PARK, MISS. 


Columbia University 
Opens New Center... 


... to improve group pro- 
cedures. New techniques 
in group dynamics studied 


\\ he a people 


! t 


do the v act as they 


why 
mportant, how do 
lifferently 2 How 
thoughts and 


¢ 2 


] : | 
1iong uctive nes 


WCTIN 
How do you make 


How 


recept ver 


do vou to become 


ind participate 1 (Is 


prompt then 
‘ USSIONS 2 
oO you tap the full potential ot 
’ ] 
es ntell vence, training 


rf the questions 
‘d on and solved 

‘ge, Columbia Uni 

New York City Its Center 

| nproving Crroup Procedures, un 

der the direction of Prof. Kenneth F. 
Herrold takes group dynamics out ot 
the purely academi m and applies 
proven *( hniques af tuations. 
large staff of social 
ind educational psvcholog sts as well 
fron i half dozen re 
fields, the Cente 


ombined toward 


I) awing on a 


onsultants 
late } 1 ] , t 
ted ipplies its 
mak ng 


talents 


meetings more ! luctive, 


lifferent 


Center 


people ire 
me 10b or the 
te hniq ies that get ea 
ial to 


OmMmMon goal 


work together tow ird a 
W hethe fiwasn all 
workshop session oT large 


' ] } 
people rave 


onterence 


mort 


ily i\ rie Css 
work ith people who are 


savs Prof. Herrold It is 


} 
ie 


’ work W th those 
nd same 
how 


ound 


ippe 


ocedu 


i pl ed 


works with asso 


nter now 
organizations 

meeting pro 

ire i\ ail ible to 

that 


in personnel relations 


organizations 
des re assistance 


that involve group procedures 
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--Hold your next Sales Meeting . . . Preview Merchandise - 


Showings . . . or Sales Incentive Prize Trips aboard 


THE QUEEN OF BERMUDA 
Sailing from New York — Baltimore or Norfolk to 
BERMUDA or HAVANA or NASSAU only 3 business days away 


os 


{ ee 


@ Take over the whole Ship or Deck 
\re us 


crowd together—n 


@ Ample meeting and Display 
@ Keep your 
@ All expense 


outside distractions 
cruises from $125 (plus tax) up per persot 


Complete planning and promotional program offered without obligation 


For further information: Write, Woe, Call 
UNITED STATES TRAVEL AGENCY, 


(Not a Government Agency) 


INC, 


America’s Foremost Convention Transportation Specialists 
JOHN E. SMITH, JR., Pres, 
Office 807 iS5th Street, N.W 


Washington, D.¢ yt 
-STerling 3-542( 


Phone 


New York Office 500 Fifth Avenue 
Phone—PEnn 6-3018 


ee ee ee ee ee 


cardboard arm, or swing 


MERCHANDISING WITH al 


ing ells see cut of Lib 


med FINEST WATE) he , 


Sie 


SPORTS Wat 


erty Watch Co display), 

| i or demonstrating prod 

ts, or nodding a head 

= sutt bigves r tage 
(Battery Oscillator Division) t he BRest advantas 
f this new oscillator is 


its treedom trom wires! 


Since it runs b rdinar 


By Gale Dorothea 


aishlight battery, vou can 


set up if displays any 


where far from electri 
{ rrent excite 
: utlets No mountit 
=! ment in the shoy 


either 


roblems simply 


ittach with staples or 
inte 1 card 
t supplied 

Will rut 
night and day 


help of our 


onsists of 3 


weeks 
wfore it needs a new hat 
; interweights, 


ervthing cardboard 


is 4 r hand 
} Its own distine 
f cardboard ' ( 
few ine \ I by W f 


nkers 


e ket 2 GALE DORO 
THEA MECHANISMS, 81 
Elmburst, 


n weight precisio 
ifactured capab 1) Broadway 


] \. ¥ 


N CINCINNATI AREA BUTTONS—PINS 


ADVERTISING NOVELTIES 


stions 


the 
hand 
era 


Verbatim Reporting 


es meetings onventions 
ega meetings 

language of 

ng of highly techn 


divers 


secretarial ser for 


STENOTYPE 


ervice fo 
REPORTING SERVICE 


race Plaza, Cincinnati 2, Ohio 


SOUVENIRS 
Write for 
Samp es, and prices, 
stating probable 


quantities desired 


catalog, | 


PARISIAN 
NOVELTY COMPANY 
3501 S Western Ave. Chicago 


73 


So Sorry—We 
are sold out 
until Oct. 15 


May We Suggest 
a Jolly Winter! 


SE SS ee Se 


© CONVENTION © SALES CONFERENCE 

© STAFF MEETING 
UNIQUELY DIFFERENT — Luxury In The invigorar 
ing Climote of the North Woods of Wisconsin 


Ski-Tow and Slopes... Skating Rink 
Sleigh Rides ... Hockey and Ice Show 
instruction and Equipment Available 


PLUS VALUES — Steam 
Health Baths, Cocktail 
lounges — Private, air- 
conditioned Conference 
rooms Movie Facilities 
Banquet and Cocktail 

— Party Service 
AD" Readers of Pageant, Quick 
~ and Cosmopolitan Know... 


Senile oe ——4 
\ \ 4 


The e $atu lous 


Nolhenartre 
THREE LAKES, WISCONSIN 


A Complete 
OCEAN RESORT CITY 


only 


45 MINUTES 
FROM BROADWAY 


You have never really known true hospi 
tality until you have met at Long Beach 
Whether you stage a smal! sales meeting 
or king-size convention, you'll find every 
facility you need offered with a spirit 
of friendly cooperation 


@ 30 modern hotels 

@ Accommodations for 
10,000 

@ Complete recreation 
facilities 

@ Beautiful beach and 
boardwalk 


@ Easy to reach by plane, 
train, bus or car 


FASTEST GROWING CONVEN- 
TION CITY IN THE EAST 


For further information—contact 


CONVENTION BUREAU 
Long Beach Chamber of 
Commerce 
Long Beach, Long Island, N. Y 


Among the spe ilized 
dered by the Center are gi 
training onteret 
part patio 

‘valuation of sup 
ty 


dniny 


to meet spe 


Cente 
uCATION « 
lation Its first step to approa ha 
s to analyze and de 


\l inh\ 


COMpanies and associations are neve 


yroup problen 


fine the problen or needs. 


quite satished with the results of the 

meetings and can't put a finger on the 
actual problem let alone the cause. In 
t} 


Mis sit 


tuation, as with most, the Cen 


ter’s staff arranges discussions with 
the executives nvolved, conducts sui 
veys and opimon polls among those 
that attend meetings and interviews 


ndivid ials to 


which to work on the parth 


develop data trom 
than meet 
ny problem 


Having detined the problem, the 
Center's next step is to develop gen 
eral outlines of a program pro edure. 
The program ts ¢ reated coopel itively 
with representatives of the ompany 
or association, and includes institutes 
ol workshops for small zroup discus 


sions and conferences 


Reterence materials, films and othe: 
visual aids are developed and em 
ployed as required. Specialists trom 
many fields are often brought in to 


serve as consultants 


Measures Success 


Not only 


cally design programs to meet an in 


does the Center specifi 


dustry’s or associat on’s needs, it en 
deavors to measure by objective and 
scientific methods the degree ot su 


cess of its program. 


In addition to its work at Teachers 
College 


ment 


where tacilities and equip 
tasks 


the Center's staff works out in the 
field as problems concerning the in 


are designed tor specifi 


provement ot yroup proceduces arise, 


es of the Center are 
depend 


Costs tor servic 
They 


scope and duration of the program 


moderate. upon the 


ind service, and number of staft mem 


bers required. Preliminary conter 
ences to consider the teasibility of a 
program or service are arranged with 
Those that use the Cen 


ter’s service actually bear only part 


out ¢ hat ye. 


ot the cost ot its operations and covet 


only a fraction ot its expenses. 


As the Center's services are utilized 
more widely, it is expected to be on 
a self supporting basis. At its present 
rate of development, this should ma 
terialize in about three years, accord 
ing to Prof. Herrold. 


St. Moritz Hotel 


OFFERS MORE 


For your 
CONVENTION DOLLAR 
A Vacation in the Famous 
“Switzerland of America” 
LAKE PLACID, NEW YORK 
Sleeping 

Accommo- Room 
dations for Capacity 

200 200 
MEETING RECREATION 
ROOMS Boat trips, 

2 rooms seating J Golf, Scenic 
Tours, 
Dancing 


{00—1I room 
seating 50 


Convention Seasons 
May 15th to June 30th 
Labor Day to Oct. 15th 


Write for full information 
W. L. Rumney, Resident Manager 


SPECIALTY OF THE HOUSE: 


Successful Conventions 
and Sales Meetings 


© Free use of adjacent 
Municipal Auditorium 


© Year ‘round pleasant 
climate 


@ Unequalled recreational 
facilities 
Phone For Complete Information 
Chicago: Mohawk 4-5100 
Washington, D. C.: Executive 6481 
New York: Murray Hill 6-6990 


OR WRITE DIRECT 


WILTON 


in Long Beach 
California 


A TOMERLIN HOTEL 
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BILL LEWIS (inset), from experience with 2,000 meetings, tells 


What Conventioneers 
Want at a Meeting 


It's often little things that count: enough ashtrays, good 
lighting and other small details. Pertinent theme—with no 


talks straying from it—is important element, along with 


change of pace. Surprise ranks high in audience satisfaction. 


BY BILL LEWIS 


National Convention Director, Schenley Distributors, Inc. 


Conventions are as American. as 
the old country store Phey are as 
ich a part of our way ot lite as ice 
ream sodas and Thanksg ving din 
the spirit of good neighborli 


na the lrive tor selt improve 


as 


It has been My good fortune to 
have helped arrange some 2,000 con 
ventions since 1935 tor Schenley Dis 
tributors Inc. My job is interest ny 
ind satisty ng, because I teel coaven 
tions have been, and will continue to 
be, in portant to the American trad 
rion, 

It’s a unique and retreshing expe! 
ence to work hard tor months to plan 
yet a convention in shape and then 
see it through to a successful con 


lus or 
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And there are thousands of other 
people who teel the same way, tor 
conventions today are big business 
So big that more than SI billion a 
year is spent on them! 
But they can be a big headache, 
too, if not planned with extreme care. 

Surveys [| have made show. that 
delegates tO any convention expect: 

1. to Inprove themselves in. their 

held 

. to renew old contacts and make 

new ones, and 

3. to enjoy themselves thoroughly. 

That sounds like a simple enough 
proposition but to carry it out and 
avoid headaches—requires advanced 
deta led planning. It requires) con 
scientious attention to a thousand and 


one deta ls which can neve! be taken 


HOW to Use 
PHOTO EXHIBITS? 


Please send the Photo Display Kit to:— 
NAME 
COMPANY 


ADDRESS 


STUDIOS 


123 N. Wacker Dr 
Chicago 6, Illinois 


Miami Beach 


An Ideal Place to Hold 
Your Next Sales Meeting 


New air-conditioned Municipal 
Auditorium seats 4,500 

@ Everything for every size group, 
large or small 

@ 28,000 hotel rooms 

e Fine restaurants 

© Famous shopping centers 

e Delightful weather year-'round 

@ Plenty to see and do 

@ Reduced convention rates in 
spring, summer and fall 


For information, write: Tom F. Smith, Dir 
Miami Beach Convention and Publicity 
Bureaus, City Hall, Miami Beach 39, Fla 


This Message is Prepared and Published 
by the City Government of Miami Beach 


lor granted, 
a YOU DID a grand job at the 
Cotillion Ball in Chicago and we 
, want to thank you for your splendid 
om meeting to meeting. ‘They want services—Mr. George D. Fairleigh, 
to feel a sense of ace omplishn ent once Treasurer, National Association of In- 
the event is over. They look forward surance Agents 
to a chance to combine business and 
pleasure time to. talk vith old * THE ENTERTAINMENT program 
' ‘ ’ ' ‘ y : é 
and music at Murray Bay were ‘out 
of this world," the scenery, timing, 
and performance were perfect—Mr 
tor change and relaxation at C. R. Walgreen, Jr., Walgreen Drug 


near the convention site. Stores 


rst step to a hieve all this is for 
PLAN YOUR ention chairman and his staff @ EVERYONE has told me of their 


to start planning well enough in ad enjoyment of your show. Thank you 

ince. Of course. there will alwavs for a fine public relations a T 

wpeioela ‘ sth * ili The H nsur 

be some last-minute re-arranging. But ong Winieme . ae : 

OR YOUR ; a ance Company 


letailed planning ahead of time will 


give planners an opportunity to care ry | WANT you to know that it was 
for last-minute items inexpected, due a great deal to your untiring 


hallenging problems such as speaker efforts that the National Association 
AT THE hanves. revised time schedules or of Chain Drug Stores Convention was 


iddet sania Si anaed such a huge success—Mr. E. R. Al 
FUN ano SUN “OU =p. 


SPOT OF AMERICA It's the Little Things ENTERTAINMENT UNLIMITED 


— — by Stanley Melba 


Convention-goers want a_ well- 
organized program that runs smoothly 


tr 


triends ind to meet new ones; and a 
hance to explore some ot the oppor 


CONVENTION BUREAU Delegates notice little things just 


much as more outstanding teatures We treat small and big budgets 
ot ia onvention Small details - with equal deference. 
enough ashtrays, pencil and paper for 
note-tak ng prope! | ght ny can STANLEY MELBA 
NEVADA make or break a meeting. 


remember one Schenley conven 795 Fifth Avenue New York City 
CHAMBER OF COMMERCE ne a * T Boer y at Templeton 8-800, 8-7292 
icavo that ustratec 


* 


me a simple but fundamental lesson. 


Lhe convention neluded a series of 


talks by Schenley executives. Persons MORE FOR YOUR 


ittending otf course, were illowed 


smoke. | had a sufhcient quantity of CONVENTION DOLLAR 


ishtrays on hand-——only they were not Attractive Rates for 
YOu’'LL SELL MORE the kind I had ordered. They were All-Year-Round Dates 
——— much too small Ashes trom as ngle 


varette would load one ot them to 


Full-Time Competent Convention Staff 


MORE CONVENTION SPACE 


Largest Hotel Convention Hall in 
Atlantic City 


with an 


ipacity, and a cigar would make one 
ippeal ibsolutely ridiculous. 

» | leu \ ! » 

I he hast de le wate Vals 1 SOONne! Our own Westminster Ha 2 private 

it of the roon if the first recess assembly rooms seating 50 to !500; 34600 

| \ for exhibits, shows onferences 

than I iad those pig ishtravs » entrances. 4 registration rooms 
ounded ip and arrangements made rooms. All main floor rooms 

tor obt uning larger smok ido s. MORE CONVENTION FACILITIES 


: ss 7s ne e c > n 
It paid off. Comments trom con sleep 750; Banquet accommodations 


Westminster Ha 260 

entioneers were most tavor ible about Room 800: PA. System 
the change. ‘To them it indicated ee ees ee ee 
their welfare was. be ny onstantly 
thought or not some th ng planned 
tor and then forgotten 

That was a good lesson tor me 
Neve take tundamentals for vranted., 
\s a onvention plannes you may : 
sometimes torget them Delegates tee ag 
wont. Little things that go wrong, \ tei gas 


ar r 
‘ 
at your Expositions, Trade that strike a discordant note — noisy 
Shows, Sales Meetings, et Waiters, tor instance, can undermine lato 
well-conducted ve 


convention, 


Send for Free Folder Sepeecs ase dwarves a pveblen ON THE BOARDWALK: CISCO 


more so today tl 
IVEL CORPORATION net 


than ever betore. But Larry DeFrances, Dir. of Sales 
is important to the delegate is ATLANTIC CITY 4-1251 
96-18 43rd Ave., Corona 68, N.Y.C. not how much is spent but how wisely Air-Conditioned Cocktail Lounge & Grill 
the amount is spent. ‘That, 1 believe Largest Musical Bar in Atlantic City 
Sun Decks—Ocean Water Baths— 


s true tor all occasions, regardless of bap F 
sabe cs Unexcelled Cuisine at Moderate Prices 


the number of people being enter 
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tained. (Quality shouldn't 


ficed for quantity. ” : 
While we're on the subject of ex File unde S 


penses, it has been shown that by tar 


the major portion of the convention 


delegate’s spending money is used for 
food and beverages. Delegates, there Za 
fore, want the best food and only < 


nationally advertised liquor brands. 


\ satisfy ng ocktail made with a Your convention 
-putal > brand of hiske tollowed 
Nr aithcmaneat served ina otes——- SPECIALISTS 


ant alt itmosphere an be a re 
warding climax to a well-spent day 


Best equipped to serve you 
or it can quickly erase any bad im ; ; ile : 
pressions the delegate might have re in the major cities of America 
ceived. . 

Wherever you meet, Gray Line is Harry J. Dooley, President 
: ready to serve your group transpor GRAY LINE ASSOCIATION - 

\ ° closels R : te 

working closely with the hotel, you tation needs — with unmatched ex 10 N. LaSalle St., Chicago 2,1 rtation 
have one of the best wavs to econo I'd like FREE data file on group transpo 


Having the convention chairman 


perience and equipment (Charter 

: 4h ) : ' . 

mize The liaison thus formed will Buses, Limousines, U-Drive Cars) 

help bring a (Lui k response if the need And rates are right! 

should arise. There will be no duplt ne 
’ . Send coupon for FREE complete file of rates 

cation of eftort Addit onal spend ng 


Name 


ond information on service everywhere 
t necessary | be done only after 


Situation kdered =f both 


it has 


conven 


‘ onvention At three consecutive national trade 
hairman and hotel representative shows a Hartwig designed—Hartwig- 
inderstand each other completely. [built exhibit has been awarded— 
Aims of the meeting a inderstood / 
by the hotel and hotel t lities are / 

thoroughly known by the convention / BEST PRODUCT PRESENTATION 
— IN THE SHOW 


Facilities 
Three different exhibitors — Three 
top-honor selling jobs. 


lea to list 
- h those Hartwig can do the same for you — 
nthe avei 
tal to his wel Look for Hartwig in Chicago, New 
ae , — York, Washington, Los Angeles and 
er ation: ° 
Sai 7 ‘i Milwaukee. 
a b eakdown | ] }) ib] 


iress svsten promp 


' ' 


ways to keep you elevate happv. It 


‘ 
“dg “i a » * for Conventions 


Inportant to break uy 
j 
| 


neetings, dis SSLONS ind ; ; ee ty and Trade Shows 


onterences with a_ light iretree 


Nee ating eamvene ct mie i : MODELS 


not too long for Photograpners, 
I had the : 
Not relying on ; mimated audience-participation game alone, Fashions, TV, 


nowith the en 
the Shell booth at the Power Show had lovely model, Jence 


Phat progran Lewsy, ou hend as an added steraetion Illustrators 
many and varied teatures but, 
smstances beyond our con: SAXI J. HOLTSWORTH MODEL AGENCY 


trol one ot he - “ - ‘ had to be 1658 Broadway, New York, N, Y, e Cicle 5.9367 


anceled 


} 
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get more 


“SELL” 


in your 


SALES 
MEETINGS 


The Berkeley offers an atmosphere 
conducive to concentration . . . 

a location that guarantees 
maximum attendance . . . service 
that promises efficiency. 


The Berkeley's a quick-trip over 
the Super Highways from both 
New York and Philadelphia and 
offers complete facilities to han- 
dle meetings of 6 to conventions 
of 600. Wonderful social activities 
at the hotel or in the vicinity. All 
dining and meeting rooms and 
many bedrooms air conditioned. 
For full information, write or phone 
Mr. Howard A. Heinsius, Sales Man- 
ager — ASbury Park 2-5000 or WOrth 
2-4018 in New York. 
HOTEL 


BERKELEY- CARTERET 


ON THE OCEAN AT ASBURY PARK, N. J. 
Only 54 fast miles from New York 


and yet so foreign! 


A French Canadian mountain village 
on its Own SOOO acres. Finest conven- 
cion and recreational facilities Superb 
cuisine. Bar 

Groups up to ,00 
September, October 


June, 
smaller groups 
during winter or summer seasons. 
Write tor full information! 


Only 90 miles north of Montreal 


Mont Tremblant 
“ga Lodge 


Mont Tremblant, P. Q. Canada 


during 


1 1 
had to be tound 


utes. We fo ind 
nidst a delegate fi h 
son had a flair for impet 


t irned out to be the hit 


sonations al d 
oOo! the s 

‘| hat taught me the \ il i¢ ! 
prise | althoug! 
deley - expects to know some ot 


details of the enter 


leas ned that 


tainment progran 
beforehand tsa good dea to keep 
a surprise. He 
ippreciates it ever so n uch more 


' 
because it is an extra! 


Orthe: reation and re 
laxation are mportant, too. Advan 
ive should be taken of all the scenic 
and histori nterest neat 


the convention site. I’m 


one interesting teature 
types of re 


points oft 
alw ays 
prised at how any pee! Wave VIVE 


1 hob bies that c: 


Ww hin a Tew nN 


¢ 


outside interests anc 
find outlets 
their convention activities. 

No Inatter how 


vention 


smoothly the « on 


planned, last-minute 


snags 


and slip-ups are bound to develop. 


Convention officials must meet and 


solve these problems. It may be ne 
to secure a last-minute substi 
tute speaker or re-shuffle the 


of meetings, or even change 


essary 
order 
meeting 
rooms due to increased attendance, all 
of which should be done with as little 
delay 


apparent disturbance o1 


sible. 
No one is immune to mistakes, but 
sometimes, as a matter of tact, an 


iS pos 


take may prove to be a good ally. It 
about a redoubled effort 
to do something really 
t may lead to an 


may bring 
outstanding ; 
heretofore oun 
expected possibility tor improvement. 

I've saved one thing tor last be 
cause being the most obs ous, if is 


looked. ‘That Is 


Delegates groan inwardly 


the most often ovet 
the theme. 
W“ hen a convention program 
tall apart 
sawdust, 


starts 
such as a rag doll spilling 
because no one paid iny at 
tention to the theme; or, if he tried, 
be ause the 


found it was impossible 


Was foo hig 


theme gy, too vague or too 


uninteresting. 


\ lively, pertinent theme and 
sticking to it is vital. Speakers 
must be precise. If conventioneers 
believe the 
‘New Industries in the 


yoing to be, sa\ 
Atomic Ave,” 
rather disap 
pointed to find the discussions ending 
up on customs in the Fiji Islands. Yet 
it happens every day. 


theme is 


they are yoing to be 


a serious business. 
field ot 
to them for enl 


Conventions are 
Millions ot peaple 
look 
ment, tor encouragement ves, and 


tor brotherhood. Delegates form a 


every 


endeavor vhten 


economic and soci 
It’s up to 
planners to see that thet 
tulfilled 


vanguard — ton 
progress convention 
hopes and 


aims are 


HOTEL 


LASALLE AND MADISON 


CHICAGO 


Teletype 
CG 28 


@ Complete facilities adaptable to 
any type of function 

@ Personalized attention to 
every detail 

@ Convenient to railroad terminals 

@ Located in the center of 
downtown Chicago 

@ Gracious, modern atmosphere, plus 
traditional LaSalle hospitality 

WRITE FOR ROOM CHARTS, FLOOR PLANS AND FULL DETAILS 


A M. QUARLES M P MATHEWSON 


> ste meetings are GREAT at 


So 


eet 


COMPLETELY "AIR CONDITIONED 
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Better Service Coming — ono @ hotel. Most large hotels 7 
would ‘in the red without 
ny 


+ 


eC 


‘ Let's call in 
Amon ’ ( . ) n ‘ t _ ke gel oe vn Vow . aa, the experts." 


leveled by 


lons have never been made aware oft rhirty 


| years of producing top-talent 
onvention | I the in 


convention business shows gives us a_ professional “know- 
ab how” you car s QO : -to-c 
\ pen ta rhe : hotels. | he cons dey dele i in use. ur coast-to-coast 
babe. affiliations guarantee the finest talent 
lered by them to conventioneers. The rates *"¢ 
( a ! HN mage . pees music and orchestras in cony ention enter- 
tainment 


] 
hotel en ployes and poor service 


nitsiders” who barge in and 
situation — is ficiently serious to make employes work harde: 
prompt some groups to bar particulat Hotel Sales Management Assn. is 


hotels trom being considered as meet taking the lead in employe education ing’s production, there will be plenty of 

ing sites. on convention business. With the as comedy, laughs, variety, thrills and audi- 
Hotel managements have not been sistance of SALES MEETINGS, who ence participation. 

unmindtful of the in portance of con created the plan tor HSMA in par Our shows personally supervised regardless 

vention business and the value of the — ticular and the hotel industry in gen of convention location 


. : ‘ Franchised by imerican Guild 
conventioneer’s dollars in the opera eral, HSMA is s ipply ng hotels with of Variety Artists end y ear tete 
Federation of Musicians 


MARTY JOYCE ATTRACTIONS 
209 South High Street 
Why all the fuss? Ss, Columbus—15—Ohio 
seak wakes & tenes “40 Gulien eech ened Telephones: Walnut 3441 or Main 5689 
ar web ies Bee Se aad ee Esther Quinn Joyce _ Marty Joyce 


rating in short order if we failed to enjoy 
their business regularly, 


Whether a single act or an entire even- 


aps you've wondered why the management of 


jroup business (incidental- 


Hing spond much more than the ( \ m2 HISTORIC 


vest) we'd all soon feel 


the 5 and our earnings would suffer dras- , I e 
t lly. let's all make ® real effort to \ i - 
ve them the best service possible, . e e 
Z, 


PAYROLL STUFFER will remind hotel employes to handle delegates with kid VIRGINIA 


A distinguished 
Setting for 


meetings 
oe — conferences, fo $s 
DESIGNED, WITH MEETINGS IN MIND... Ba conlerences, forum 
a = “af r groups of 10 to 300 per 


‘ ] j ] i isbureg if conterence 
a rS. eo oe n onno! 
The 2 4 nS . alla I " ' al : } po ; 
mpress ) 
Miami Beach’s NEWEST Luxury Hotel 


Featuring a Convention Ball Room with banquet facilities for over 800 per- 
sons...4 additional Meeting Rooms —Special Display Areas— Penthouses.. 


omethis 


+» for pleasure: 


Huge salt-water swimming pool... private 
beach... night club... fully equipped Turkish 
Bath... complete entertainment program 


... and for convenience: 


Ideal oceanfront location convenient to golf 
. racing ... deep sea fishing ... shopping . atly te 
theatres and night clubs...Completely Air meeting held in Williamsburg. 
Conditioned with individual thermo control pene 
in every guest room. Williamsburg Inn & Lodge 
Write for Color Folder and Contention Specification She 


: M ; For descriptive booklet and information write 
Ledyard Gardner — Sales Manager Grant M. Washburn, Williamsburg Inn, Williams 
DIRECTLY ON THE OCEAN— 43rd to 44th Streets— Miami Beach, Florida i a a a ee ee 


GLP UL LIE LIE LIL LD, 


~ _¥ 
LAIR LENSE LETS Sa La LIER 
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HOTEL 
ATLANTI( 

MODERN AS TOMORROW 

TO SERVE YOU TODAY 
Seventeen meeting rooms — cli 
maxed by Trimble Hall—provide 
facilities for groups of from 25 to 
950 persons. Exhibit space of ap 
proximately 12,000 square feet is 
available, serviced by heavy-duty 
elevator 


CLARIDGE 
| 


A choice of 400 spacious rooms— 
majority overlooking the ocean— 
each with private tub and shower 
fresh and sea water—music for 
dancing twice daily. 
GEORGE 8B. BRUNI 
General Manager 


ADA TAYLOR 
Director of Sales 


STANLEY B. CAMPBELL 
Sales Manager 
Telephone Atlantic City 5.127) 


THE SKISCRAP ED 
8Y-THE-SEA 


abc it group 

one of the world’s 
ulous resort-estates of 
fering Miami Beach's fin 
est convention facilities 
conveniently located 
magnificent pool 

ind cabana colony 

meeting ind dining 
rooms tor 25 to 500 


yeTsons iir con 


Write ‘dined Ameri 
Direct Cal t I iropean 


Plan 


SEA ISLE 


ON THE OCEAN AT 30th STREET 
MIAMI BEACH 


payroll envelope stuffers to remind 
employes that conventions help to keep 
their pay envelopes coming. 

Keyed to the slogan, “The Man 
with the Badge Is a Special Atten 
tion Cjuest,” the campaign is hoped 

onvince hotel employes that good 
service to convention delegates iS an 
economic necessity for both the hotel 
and themselves. With lower hotel o 
cupancy rates and ever rising costs 
hotels need convention business more 
than ever to maintain — profitable 
operations. ‘They can’t afford to lose 
meeting business just because em 
ployes don’t understand the dollar 
\ alu of treating delegates “ th kid 
vloves 

As designed by SALES MEETINGS 
the stuffers for pavroll envelopes 
arr) a Short message and cartoon to 
emphasize the value to emploves ot 
convention — business Six different 
stuffers are to be used, a new one 
each week. Hotels hope to get the 
dea across within the six weeks. 

If delegates vet better service than 
they're accustomed to at their next 

can “blame” the cam 
paign aimed where it counts the 


pavroll envelope 
Hotel Additions 


Big trend toward increasing and 
improving hotel facilities for conven 
tions gains momentum. Kentucky 
Hotel | Ours Ie has ist added a 
h ive convention and bang cf hall re 
designed its main dining room into a 
handsome banquet and exhibition hall 
ind ompletels remodeled its lobby. 
An additional 12-story wing of new 
bedrooms increases the hotel's capa 
tv from 450 to 600. These new 
rooms are air conditioned, as are 150 
others. All convention and banquet 
rooms are air conditioned. 

Kentucky Hotel increased its ex 
hibit area bv buy ng a three-story 
theater adjacent to the hotel and mak 
ng it an integral part ot the hotel's 
onvention facilities. A second floor 
was built in what used to be the audi 
torium part ot the theater, at exactly 
the same height of the hotel mezza 
nine. This new meeting and exhibit 
hall is known as the Flag Room. It 
s 104 feet by 75 feet; will accom 
modate 1,100 tor food functions and 
1,500 tor meetings 


In Atlanta 
In Atlanta, Dinkler Plaza is re 


ported to be planning a 200-room ad 
dition to its 400-room hotel. An as 
sembly and banquet hall with a capac 


itv of 2.000 will be a feature of the 


addition 


babodly 


MEMPHIS, TENN. 


Convention Headquarters 


Lobby, Mezzanine & Third Floor § 
offer over 38,000 sq. ft. exhibit 
space, banquet & conference 
rooms accommodating 25 to 
1000 persons; 625 rooms with 7 
bath y 
Completely Air-Conditioned 
Write for further details 


F. R. SCHUTT, Pres. & Gen. Mor. 


skkkkkkkbk kkk KK KKK 


They Come te 


) New 
York 


from eyerywhere 


to enjoy the 
Value, Comfort and 
Convenience of the * ’ 


Pig 


BROADWAY at 55th STREEI 
Ideal. accommodations 
for 800 guests 


Private baths, showers 
and radio. Television! 


FROM $450 $00 


SINGLE OOUBRLE 


SCC eee eee eT ST 


KkKkKkkkkke 
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inique bid onvention 


Atlant ( 


ver 200 delegates 


S reported tron 


onvention 


Associ 


} 


cn ae legate to 


ition | xe 
+} 


CHS 


\ 
1 DuVver ot onvention 


his own assoc ation this 
eal | 
ho eis and shopkeepers went 


n their hospitality 


} delegate Was givell an In 
to be a yuest tor ocktails at 
ot 17 


hotel association. 


members ot the resort’s 
If dur 
i delegate could consume 
the prottered cocktails at each hotel 
he could, in addition the hos 


2 other establishments. 


ng the rour 
lay parley 


envoy 
p tality ot 

\ oupon book, distr buted to each 
ition executive, prov ded tickets 
or tree meals at the city 
lar and most expensive 
rants. Othe 


sight seeing tours by bus and 


AssOK 
Ss most popu 
restau 
oupons cove ed tree 
boat, 
rolling chair ride, car 


portrait 


boxes of ¢ andy 


pol sh and sponge photo 
admission to amusement piers 
theater and swimming pool, and other 

wilt The oupon hooks vood 


+} ] 
ne ONCIAVE were con 


iu ni 
graphs 


] 


ilued at $65 each 


Wined & Dined 


full schedule, 
tes could take advantage of 
I drink 

Howe ver, they 
rreatly in pressed by the 


\W hen 1 delegate entered 


t coupon 


nvention 


ns te rec tood 


handed a 
il limited was not 
se. lt si ALi isly 


irged to sele t the 


id delegate Sul 
were Inost expen 


sive items trom the regular menu, 


Delegates vere amazed. that there 
vas no hitch to the tree ofters. 

Hospitality lidn't end with extra 
| Chaltonte 


the 


Cula ictivities 
Haddon Hall, headquarters tor 
V1 \l Onventiol or 


room bills tor deleg . the time 


| limented 


lett the t' Nei heads 


spin Never had they been 


ned and dined 


Atlant Wity as a resul 
fion to association dele 


» one would venture a YuUeSS 


onably the hospitality Ww I] 
You ant help but think 
ill the way 


a it\ that YOCS 


» be gracious, and 


. association execu 
tives are bound to rea 


sol s tron the ty or its hotels. 
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Why suffer? Here's what we do 


the show. 


2308 FAIRMOUNT AVENUE, 


i ee OR S$ CO. 


CUSTOM 
RENTAL 
DISPLAYS & 
ACCESSORIES 


1. Design a brand new display for your okay; 2. Build 
it as you want it to look; 3. Install it with furniture and utilities: 4. Dismantie i# after 


You have no display problem—And, you don't buy a thing. You save more than half 
because we rent you the display! No shipping costs for you 
Write for exciting, money-saving facts 


% Rental Displays 


Erection and 
Dismantling 


Display designing 
and building 


% Reconditioning 
of Displays 


ATLANTIC CITY, N. J., PHONE 4-0477 


COLOR BROCHURE on request? 


AIR CONDITIONED 


hast rs 


Sz 


350 FEET OF PRIVATE BEACH OCEANFRONT, 25th to 26th St. 


Child Supervision 


Manager, FREO COLLIER Directors, DAVE LEVINSON, LOUIS KENIN, CHARLES POSNER 


SUMMER RATES 


t tavorably to 


© GUEST ROOMS—750 


EXHIBIT SPACE—44,000 sq, ft. 


Direct’ underground 


Passage ay to 


r— FACILITIES 


To handle ALL TYPES OF MEETINGS successfully. 


© 14 AIR-CONDITIONED MEETING ROOMS 


Hotel Connects with Civic Auditorium 


SEATING CAPACITY—5,000 


, PANTLIND 


air-conditioned Civic Auditorium 


GRAND RAPIDS, MICHIGAN 


L. E. Ames, Director of Sales & Advertising 


EXHIBITOR’S CALENDAR 


Expositions, Fairs and Trade Shows as Announced for the Next 4 Months 


Advertising 
Advertising Specialty National Assn 


At 


Public Relations Society of America 


Agriculture 


Future Farmers of Amer. Missouri 


National Dairy Cattle Congress & Allied 
She ws 


4 


National Poultry, Butter & Egg Assn. 
r a Cl sa Attend 23 
iney, Secy. N. f 


é 


International Plowing Match & Farm Ma 
chinery Display 


49 
‘ 


f 


International Dairy Exposition 
} 4 (> 


S ¥ 


Giand Natl. Livestock Exposition 
3 N Q'S}. Sa Fra 


cen Ca 
Eastern National Livestock Show 
N 4 53, Balt . 


A 
VV 1 


Mid-West Retail Farm Equipment Assn 
N 4.12 ‘53 a i { 
703 W, W RB 
R 
Jel 


American Society of Agronomy 
MA ; ; : 7M 


A 


Great Western Livestock Show 


KA 


A 
’ 


International Livestock Exposition 


N 
UW 
< 
Vegetable Growers Assn. of America 


82 


Union Agricultural Meeting 
Pennsylvania Farm Show 


National Turkey Federation 
N : R . £0 hee 


v 


Ontario Soil & Crop Improvement Assn. 


Beston Poultry Show & Country Life Ex 
position 


Great Lakes Farm Show & Conf. 
M bd r M 1" 
[ { 


Amusement 


Allied States Assn. Motion Pictures Exposi 
tion 


Theatre Equipment & Supply Manufacturers 
Assn 


Theatre Owners of Amer. 


20 


National Assn. Amusement Parks, Pools, & 
Beaches 


S. W. Exposition & Fat Stock Show 


4 Ff V 


Apparel, Fashion & Textile 


National Canvas Goods Mfrs. Assn. 


A 
VV 


National Retail Dry Goods Assn. 


Arts 


American Society of Photogrammetry 


A 


Automotive 
National Assn. of Independent Tire Dealers 


A KA va 


Automotive Parts Rebuilders Assn. 


National Trailer Coach Show 


Trailer Coach Mgrs. Assn. 
ge ‘ce? ¢ sack bh 


» 
é 


Motor & Equipment Wholesalers Assn. 
£2 . Aes 1 ? 


A ach B 


VV 


National Automobile Dealers Assn. 


Society of Automotive Engineers 
r cA fiat fie 


WwW 


Aviation 


Air Industries & Transport Assn. of Canada 


dé ~ Mant Attar 

26-2 d DE >] 
. c Cs 
edmayne ery 8 park 


ar 


Banking, Credit & Finance 
National Assn. of Bank Auditors & Comp 


trollers 


Mortgage Bankers Assn. of America 
r ‘ Miami Reach Attend 2 


k Patt 
. ‘ 


U.S. Savings & 


4 c 
<* 5 


Loan League 


M 
4 
' 


Barber, Beautician & Cosmetics 


Netional Hairdressers & Cosmetologists 
Assn 
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Beverage 


Brewers Assn. of America 


International Brewing Industries Exposition 


American Bottlers of Carbonated Beverages 


Building & Building Materials 


Contracting Plasterers International Assn 


Cenadian Institute of Surveying 


+ 


Business & Management 


Management Conference—Pacific Coast 
Rea 


National Assn. of Suggestion Systems 


Industrial Management Society 


National Time & Motion Study Clinic 


| 
’ } 


New York Export Show 


Exhibitors Advisory Council 


National Assn. of Display Industries 


Exposition of Science & Industry 


KA 


Plant Maintenance & Engineering Show 
C4 Ate 
M 4 Mad 


Cemeteries & Funeral Directors 
National Funeral Directors Assn. of U.S. Inc 


American Cemetery Assn. 


Chemistry 
Assn. of Consulting Chemists A 


Chemical Engineers Inc. 


Exposition of Chemical Industries 


Te) 


Chemical Specialties Mfrs. Assn 


Chiropractic 

Georgia Chiropractic Assn. 
. 23 '53 Atlanta, Atte { mL 

t } B { 


Kentucky Assn. of Chiropractors 


Cleaning-Dyeing & Laundry 


National Assn 
Managers 


of Institutional Laundry 


These Listings Not Complete 


Space does not permit complete listings of all trade 


shows, expositions and fairs scheduled. 


A quarterly 


directory of all conventions and shows is available. 


For complete schedules of all 
conventions, trade shows, expo- 
sitions and fairs for 1953 and 
beyond, consult SALES MEET- 
INGS’ Directory of Conventions 
and Trade Shows. 

The Directory is made available 
to subscribers of SALES MAN. 
AGEMENT only at $5.00 a 
year. Issued quarterly, the Di- 
rectory is cross indexed by in- 
dustry for easy reference to 
meetings and shows in your in- 


dustry and allied fields. 


To maintain a complete reference of 
all business, industrial and profes- 
sional events, enter your subscription 
to the Directory today. Simply mail 
the coupon to receive the first 
two quarters of the Directory. 
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@ Every event listed by city and 
date 


@ Cross indexed by industry or pro- 
fession 


Subscription Department 
SALES MEETINGS 
1200 Land Title Building 
Philadelphia 10, Pa. 


Neme 
Company 
Address 
City 
{] Check Enclosed 


Please enter my subscription to Directory of Conventions and Trade Shows— 
issued quarterly at $5.00. | am a subscriber to SALES MANAGEMENT. | 
understand | am to receive the first two quarters of the Directory right away 
in order to have a complete list of all future events now scheduled 


@ Estimated attendance at meetings 
and trade shows 


@ Show executive's name and ad- 
dress 


For SALES MANAGEMENT 
Subscribers Only 


Zone State 


C) Bill on Shipment 


* 


83 


American Institute of Laundering American Vocational! Assn. State Fair of Texas 
ct. 9 53 Anca Attand Nev. 23-2 52 sae MiendkJ P af : , 
All ‘ Cc, "a M Mobley P ; arr ’ . arr teawart Far 
NW. Was! 
Women's International Exposition 
Coal & Petroleum National Geography Teachers ' ° Ne York Attend 
' 4.28 Buff Attend M Adele B + =6V.P.. 48 
American Oil Chemists Society : : s : 
Arizona State Fair 
National Assn. of College Book Stores 
S. W. Reg. 


Nebraska Petroleum Marketers Inc. N ; 


c 
J KN 


Tox. Firemen 


National Education Assn. Dept. of Speech 


Communications Assn. of America Nebr. Volunteer Firemen's Assn, 


Indpt. Telephone Assn. 
4 ( 2,500 
‘ Flowers & Gardens 
4, [ Modern Language Assn. of America 
? Ae 
Containers 


National Garden Supply Trade Show 
Incustrial Packaging & Materials Handling 


Exposition Assn. Supervision & Curriculum Development 


enn Michigan State Horticultural Society 


. ~ 


National Citizens Committee for Public 
Schools 


National Barrel & Drum Assn 
Ilinois Horticultural Society 


Decorating & Decorating Supplies 
Federation of Paint & Varnish Production Electrical 


7 Indiana Horticultural Society 
Clubs : 


Eastern Canada All Electrical Show 


\ 
New York State Horticultural Society 


ch . Z ’ tte} MA 


Retail Paint & Wallpaper Distributors Industrial Electric Exposition — ay ae 


¥ TT | 


Dental Electrical Progress Show wee 


. irain + Food Irs. Assn 
Nationa! Education Congress for Dental Virginia Independent Food Dirs 


Technicians 
Electronics, Radio & Television 


Netional Electronic Show New England Foods Exposition 
Mid-Continent Dental Ce ngress 5 — A er 


National Appliance & Radio & Television eo ee OR eee 
Education Dealers Assn. 


Association of School Business Officials 


Ka 


Engineering Philadelphia Food & Appliance Exposition 


N. Y. State Society P i 
Industrial Audio-Visual Assr s ¥. sae seciery rofessional Engineers 
4 
American Bakers Assn 


F Texas Society of Professional Engineers 
N.E.A. National Assn. & Council of Business . 4 ‘ke ' Attend 
Schools 


Super Market Institute 


4. VW ‘ 


Fairs, Expositions, Pageants 
National Education Assn. Dept. of Voca 


tional Education Alabama State Fair 


' 


Baltimore Food Show & Home Appliance 
Exposition 
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Hardware American Philatelic Congress 


Netional Hardware Show 
National Canners Assn. t i. N York 


American Stamp Dealers Assn. 
. “a 


Eastern Canada Hardware Show 


Potato Chip Institute 


International Associated Hobbies 
Indiana Retail Hardware Assn 


Forestry, Lumber & Millwork 


Oklahoma Lumbe n sn ‘ 
anome Lumuermen s Ass Health, Recreation & Welfare American Color Breeders Assn. 


Canadian Public Health Assn K ' 


Hospitals 


Merchandisir 
. Assn. of Alberta Hospitals 
National Rehabilitation Assr ' 


Western Forestry & Conservation ‘ f : Ontario Hospital Assn 


National Safety Council Congress 


British Columbia Hospital 
Ohio Assn. of Retail Lumber Dealers ng as Spat 


American Public Health Assr 


Gift & Jewelry r Maryland-District Columbia, Delaware Hos 

pital Assn 

New York Antiques Fair National Society for Crippled Children & o 
, Adults 


Hotels & Restaurants 
Copley Antiques Show 
. ‘ Y.M.C.A. Business Adm ) Indiana Restaurant Assn. 


if 


fe Rid 


Philadelphia Antiques Fair 


American Public Welfare Assr lowa Restaurant Assn. 


KA 


W ach ngton Gift Show 
Association of Private Came Kansas Restaurant Assn 


Government 
, : , : Rest 
Heating, Plumbing & Refrigeration Setearney Maen 
nal Municipa At 
All-Industry Refr geration & Air 
Conditioning Expositior 


Courts 


National Assn. Practical Refrigerat ng Engrs 
te Oregon Motor Court Assn 


Nationa 


Pure nas ng 


Institute off Cooking )}& Heating Appliance 


Mfrs we onal peal Expositior 


Graphic Arts 


American Phot Engravers Assn Hetel Seles Management Assn 
ict Hobbies & Toys i224 Att 


Do-It-Yourself Show of Chicago , 
‘ , 
rcreen Process Printing Assn Washington D. C. Restaurant 
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House Furnishings 


State Home Builders Assr 


of Bedding Manufacturers 


Canadian Furniture Mart 


National Assn. of Home Builders 
4 y 


k 


Ice 


Association of Ice Industries of Canada 


National Assn. of Ice Industries 


A 
VV 


Insurance 


/ 


Mutual Insurance Advertising-Sales Conf. 


Leather & Leather Products 


Boston Shoe Show 
+ 4 f 


MA 


Tanners Council of America 


Michigan Shoe Show 


Chicago Shoe Travelers Assn. Show 


Library 


Minneapolis Library Assn 


New York Librery Assn. 


brary Assr 


Machinery 


Montreal Tool & Equipment Show 


National Industrial Distributors 


Canning Machinery & Supplies Assn 


Marketing & Merchandising 


Central Western Market Assn 


Medical 


Western Orthopaedic Assn 


American College of Surgeons Clinical 


Congress 


American Society of Anesthesiologists 


American Academy of Pediatrics Nati. Mtg 


KA 
v ' 


American Assn. of Physicians & Surgeons 


American Urological Assn.— 
No:th Central Section 


Association of Military Surgeons of U. S 


American Academy Ophthalmology & 
Otolaryngology 


American Society of Clinical Pathologists 


National Gastroenterological Assn. 


California Academy of General Practice 


American College of Surgeons 


Fellows Pedic Research Society 


Canadian Assn. of Occupational Therapy 


Interstate Post Graduate Medical Assn. of 
N. A 


American Society of Tropical Medicine & 
Hygiene 


American Speech & Hearing Assn 


N ’ L A+ j 


American Academy of Dermatology & 
Sy philology 


New York Society of Anesthesiologists 


A ; 4 rn 


American Acedemy of Obstetrics & 
Synecology 


Radiological Society of North America 


American Academy of Orthopaedic 
Surgeons 


Metal & Metal Products 
American We,ding Society 


Netional Metal Congress & Exposition 


Music 


Maryland Music Educators Assn 
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Pharmaceutical Sports & Sporting Goods 
National Assn. of Retail Druggists estern Sporting Goods Dealers Assn 


Photography If Course Superintendents Assn. of 

, erica 
fn 
Nursing Master Photo Dealers & Finishers Assn. 


ndiana State Nurses Assr 


merican Assn. of College Baseball Coaches 
Plastic : 


ciety of Plastic Engineers 


nerican Football Coaches Assn 


1 Nurses Assr Publishing 


Ohio Newspaper Women's Assn. National Motor Boat Show 


Utah Nurses Assn 


Kentucky Press Assn 7 
P National Sporting Goods Assn 


North Carolina Nurses Assn 


Real Estate ‘ 
Transportation & Travel 


: , Ohio Assn. of Real Estate Boards National Defense Transportation Assn 
Oklahoma State Nurses Assn ATT i Y r Att 


k 


National Assn. Housing Officials 
M kee Ate International Taxicab Show 


Office Management & Equipment + M 313 £. 60+ + 26-28 '53. Wa 


National Business Show 
National Assn. of Real Estate Boards 


National Assn. of Travel Organizations 
National Office Management Assn 
{Cost Reductions & Methods Clinics} Religion 
Baptist State Convention of Cole Utilities 
Pittsburgh Business Show ; : i Federation of Sewage & Industrial Wastes 
p +4 Assn 


International Churchmen's Exposition Corp 


Optometry 
American Water Works Assn.— 
= Catholic Assn. for International Peace Southwest Section 
Ohio Optometric Assn , , ; 


American Gas Assn 


Osteopathy Science 


New York State Osteopath c Society Society Economic Paleontologists & N Y k N 
r ; Mineralogists 


American Public Works Assn 


American College of Osteopathic Surgeons 


Eastern States Archaeological Federation 


Attend Veterinar 
Oklahoma Osteopathic Assn ™ oe 


Indiana Veterinary Medical Assn 
4 { 
American Assn Advancement \ 
Massachusetts Osteopathic Society Science 
, Ricack 4 ) i Meal hitend lowa Veterinary Medical Assn 
" C 44 “ F f Aa ‘ ‘ 97 4 A 
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Pardon our pride... BUT 
we are ideal 
for sales meetings 


SPLIT ROCK 
LODGE AND CLUB 
on Lake Harmony in the Poconos 


@ Complete meeting and banquet 
And 


a large 


facilities for ZrOUDS Up Lo »70) 


when business is over, enjo 


variety of sports and recreation 


both outdoors and in the Lodve 


@ Only three 
York or Philadelphia 


full 
Herrmann. 


rom New 


hours 
e bor 
W.D 
Lodge and Club, White 


R.D. Pennsylvania ot 
White Haven 4561 


information, 
Split 


Write 
Rock 
Haven 


telephone 


SUCCESSFUL 
CONVENTIONS 


Meet 


and 


We specialize in’ them 


here, where the atmosphere 


facilities will help you get things 
Numerous charming meet 
from the St. Denis 
10 to smaller 


groups ol to 100 


LOM 
ink rooms, 
Room 

ones for 
M tke 


Dennis your 


scating 
luxurious, modern Hotel 
dase of operations 
for enjoying all the pleasures 
this peerless resort atlords. We re 
Board 

Hall 


nlormation 


pust thres 
walk 
Write today tor tull 


ind 


minutes up the 
from Convention 
our convention brochur 

yOuUr reservations 


to Atlantic City 4-811] 


Or telephone 


ae 2 ae 
Sil WIS 


Boardwalk at 


Avenue 


ATLANTIC CITY 


Michigan 


INDEX TO ADVERTISERS 


The Ahwahnee (Yosemite Nationa 
Hotel Algiers (Miami Beach) 
A A “ona 


Allied Van Lines Inc 
Ambassador Hote! (Atlantic City) 


Bahamas Government 


Bennett 


ey-Carteret 


Braniff Internat 


Br ght Ange 
The British Ce 
The Buena V 
Capex 

Casablanca (Miar 


Company. Ir 
Beach 


Hotel (Virginia Beach) 


Park 


Chateau Frontenac (Toronto, Canada) 


Chelsea Hote! (Atlant City) 
A A 


Claridge Hotel (Atlant City) 


Hotel Claridge (Memphis) 


Clarin Manufacturing 


Comet Decorators Co 
(Ormond Beach. Fia) 
Display 
Hote! (Miami Beach) 


The Coquina 
Crarnowski Serv 


Delano 


Hotel Dennis 
DiLido Hotel (Miami Beach. Fia 


Dinkler Hote! (Atlanta. Ga 


Gale Dorothea Mechanisms 


Drake Hotel (Chicago) 


Eastern A Lines 
Eastman Kodak Company 


Edgewater Gulf Hotel (Edgewater Park 


Miss.) 
E| Tovar Hote! (Grand Canyon, A 
The Empress Hotel (Miami Beach 


Florez In po 
Flying 


sted 


Tiger Lines, In 


Galveston 


General Exhibits & Displays 


Git Molding Corr 


Govern Clinton (New York 


ne Asse ation 


Amphitheatre 
Corporation 


arnationa 


son Hotel (Atlantic City 


Jefferson (Richmond) 
A 


Marty Joyce Aftractions 
Jung Hotel (New Orleans) 


The Kirkeby Hotels 


La Fonda Hotel (Santa Fe 
LaSalle Hotel (Chicago) 


NM 


Las Vegas Convention Bureau 


wz 


Calif 


5 
8 


8 


Long Beach Chamber of Commerce 
Mayo Hote! (Tulsa. Okla.) 


A p A 


Stanley Melba 
Albert Meltz Studios 
City of Miami Beach 
A A Ad 
Mont Tremblant Lodge (Mt. Tremblant 
P. Q. Canada) 


Morrison (Chicago) 

rton Productions 
Moshe Associates 

Airy Lodge (Mt. Pocono, Pa 


Mt. Washington Hote! (Bretton Woods 


Owen Murphy Productions. Inc 
National Guard Armory 

The National Hotels Co 
Netherland Plaza Hotel (Cincinnati) 


rker (New Yc 


New Y 


Hote 
American Van Line 

e (Three Lakes 

N ti oi a r aca. Inc : 


Oh 
Oravisual C 
Palace Hote rancisco) 
The Pantlind Hote! (Grand Rapids 
Parisian Novelty Company 

Hotel Peabody 
& Occ 


(Memphis) 
dental Steamship 


Peninsular 


RCS Studios 
Rappaport Studios in 
Reeves Soundcraft Corp 

A A Redf % 
Reno Chamber of Commerce 
A A A 


ramento Convention Bureau 
S Moritz Hotel (Lake Placid. N.Y.) 
Sale Blazers Inc 

A A its K ett ¢ 
Sans Souci Hote! (Miami Beach) 

A * « A er 
Sea Isle Hotel (Miami Beach) 

A wis A t +A 
The Shamrock (Houston) 

f Milk « wetr & 
Shelborne Hotel (Miami Beach) 

a 2 Ad 


The Shelburne Hotel (Atlantic 


Sheraton 
(Chicago) 
Shore Club Hotel (Miami Beach) 


The She 
Sho-A 


eham 


ds Inc 


(Washington, D. C.) 


Skirvin Hotel (Oklahoma City 


Inn (Mt. Pocono, Pa.) 
Lodge and Club (White Haven 


f Texas 
p Bea 


Statier Co. In 


raining 
rans-Canada Air Lines 
ans World Aijrlines 


Hotel Association 
ed Air Lines 


United States Travel Agency 


Western-Wilcox Sales 
Western Hotels in 


Agency 


Williamsburg Inn & Lodge 
(Williamsburg, Va.) 
Wilton Hotel (Long Beach, Calif.) 
A \ ® Advert 


Hotel Woodward (New York) 
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American Society for Metals 


7301 EUCLID AVE., CLEVELAND 3, OHIO 


Turnover Charts 
Motion Pictures 
Slidefilms 

Meeting Guides 
Poster Charts 
Banners 

Meeting Equipment 


Convention Plans 
Speech Coaching 
Television Commercials 
Demonstration Devices 
Screen Advertising 
Skits 

Animated Cartoons 
Training Manuals 
Pictorial Booklets 
Transparencies 

Slides 

Film Distribution 

Tape Recordings 

Disc Recordings 
Training Devices 

Quiz Materials 
Promotion Pieces 
Pageants 

Stage Presentations 
Portable Stagettes 
Projection Service 

Film Productions in Color 
Field Surveys 
Convention Supervision 


One-Ctop Service 


NEW YORK 19 
1775 Broadway 


ICES 


Visual Impact 


FOR YOUR MEETING! 


DAYTON 2 DETROIT 11 
310 Talbott Bidg 


4. 


LA 
| 
| 


| 
4 
‘ i 
e° 
™ 


W ords alone mav be weak. When it comes to getting ideas across, 
the same words fired with the extra punch of effective visual support 
become explhiert Hard-hitting facets are packed with meaning. Phe 


meaning that sinks in—inspires thought and aetion! 


The Jam Handy Organization has teams of specialists who work out 
meeting materials that go straight to the core of your problems 
They dramatize the facets. Thev make ideas elbow their way into the 
minds of crowds. They present them pleasantly to groups which 
you want to penetrate. 


Let Jam Handy help you produce the results vou want from vou 
meeting or convention, Every detail from plans to fin hed materials, 
can be handled for you with One-Stop Serviee. So, you I] save time, 


expense, WOrry ind effort. 
Call or write the Jam Handy office nearest you the next time you 
plan a meeting. Let us show you how we can help you with One-Stop 


Service on materials to make vour meetings more eflective. 


7e JAM HANDY 
Wega 


PITTSBURGH 22 CHICAGO 1 


° 930-832 Penn Ave 230 North Michigan Ave 


2821 E. Grand Blvd 


HOLLYWOOD 28 
5146 Sunset Bivd 


